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\ \ hy Concrete Home Construction 
“looks £o0d ” to the banker 


One reason: it looks good to 
the owner and his neighbors 


Because beauty is an important factor in the value and 
salability of a home, you'll be interested in concrete’s 
swift new recognition as a material for making homes 
appealing as well as firesafe and structurally substantial. 

In 1936 and 1937 leading architects created thou- 
sands of outstandingly beautiful homes, representing 
a wide range of architectural styles, sizes, colors and 
surface textures. 

Recently, the architectural editor of a national home 
magazine wrote: “It is apparent that concrete construction 
is making faster strides in the home building market than 
any other material, and I think this development is logical, 


as the firesafe element alone is appealing to more and more 
people both from a safety and an economy standpoint.” 


The Answer to Long-Term Financing 


Building with concrete serves more than an aesthetic 
purpose—it’s good business! Concrete provides long- 
term structural value as security for the mortgage. Con- 
crete homes are moderate in first cost, and economical 
to own because they save on upkeep, and assure higher 
resale value. 

Let us send you a copy of the widely-read booklet, 
“Why People Like Concrete Homes.” 


PORTLAND CEMENT ASSOCIATION 


Dept. A4-53, 33 West Grand Avenue, Chicago, Ill. 


ANational Organization to lmprove and Extend the Uses of Concrete 

















LETTERS 





Good in 1918 or 1938 


Strs: Back in 1916 or 1917 or 1918 you 
used to have a department called “After 
Three O’ Clock,” which was in a lighter vein 
and was always good. I recall a poem about 
Jones’ bank and Smith’s bank. In one 
the officers never saw the customers, and 
in the other the ‘““Welcome” on the mat 
really meant “Welcome.” If I may make 
the suggestion, that poem would bear 
reprinting. 

C. V. TurGeson, Secretary, 

United Savings & Loan Association, 
927 Walnut Street, 
Kansas City, Missouri 


The Burroughs Clearing House complies 
with Secretary Turgeson’s request. The 
poem, from the January 1918 issue, fol- 
lows.— The Editor. 


A QUESTION OF INTEREST 


To Jones’s bank I used to go 
Each Friday when I'd | my pay, 
And there deposit what I'd earned, 
To guard against a rainy day. 
Up to the window I would march, 
Present my pass book and my dough, 
And then you should have seen the looks 
And questions I must undergo. 


Each time it was the same, I found, 
With ne’er a smile or pleasant look. 
They’d grab the money—count it—write, 
Then slam me back my little book. 

The president I never saw, 
Except perhaps a fleeting glimpse, 

I'd catch of him—a solemn man— 
Conferring with some merchant prince. 


And so I drew my money out 

Of Jones’s bank—to Smith’s I went 
To see if I could there receive 

Some interest other than per cent. 
I entered, and a cheerful man, 

he president, reached for my hand, 

‘We're glad to see you, come right in, 

Just take a chair, no need to stand.” 


And then, before I seemed to think 
I told him of the wife and boy— 
About the home we hoped to build— 
And say! he seemed to share my joy. 
He gave me good advice and said: 
“T want to help you all I can, 
Drop in again, I’m always here— 
I like to help a young man plan.” 


That’s really all there is to say 
But somehow it seems lots to me, 
For Smith’s bank is so homey-like 
While Jones’s—they could never see 
That though I banked my money there 
I really couldn’t feel content, 
Because I found they didn’t know 
An interest other than per cent. 


—Bill Bell Blair. 
o¢¢ 


Such Sound Advice 


Strs: Some months ago there appeared 
in your magazine an article by Clarence A. 
Lyman entitled, “A Look at the Job of 
Working in a Bank.” This was reprinted 
through your courtesy in the December 
issue of ‘“The Boston Banker,” the publica- 
tion of the Boston, Massachusetts Chapter, 
American Institute of Banking. 

This article contains such sound advice 
for young bankers that I should like to 
reprint it in “TWENTY-ONE,” the official 
publication of the Louisville, Kentucky 
Chapter, American Institute of Banking. 

H. M. Suwas, Editor, 

“TWENTY-ONE,” 
Louisville Chapter American 
Institute of Banking, 


Louisville, Ky. 


¢¢ 


Insured Mortgages 


Sirs: We have been considerably inter- 
ested here in the very excellent series of 
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articles which Mr. Van Vlissingen has 
done for you on the general subject of 
insured mortgages. I am wondering if 
you might not be good enough to grant 
permission for us to reprint, with credit 
to The Burroughs Clearing House, the 
article which appeared in your November, 
1937, number. 








Pau. H. Haywarp, Editor, _ NM 
Insured Mortgage Portfolio, a 
Federal Housing Administration, 

ashington, D. C. id 
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for Warring Countries 1 

Sirs: While aerial bombs were burst- C 
ing around the Cathay Hotel on the Bund 

in Shanghai, workmen for the York Safe & “ 

Lock Company were busy installing a giant d 
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ou, too, can have 


legible, clean, enduring 
records at a saving, by 
vault in the Bank of China’s new 20-story 


standardizing on HAMMERMILL LEDGER 
skyscraper adjoining. Construction con- 


TAX RECEIPTS, income _ scuffing, and does not feather on rewriting. pe = —— “4 — soy 105 feat 
statements, official re- 


ITS RULING and printi iti away. . . 
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your printer to give you better forms. under construction. The windowless ap- 

mig te am the a "Twenty-six years of use have proved that pearance of the building is caused by the 

to-day story of the + has the strength and durability to stand Oriental custom of covering the fronts of 

State of Texas. F or much of this important : : buildings under construction with bamboo 
Satie, tin Ment Chie Maint up under constant handling and to retain | matting to a. people in the street. | 

ate Has €n- its life in your files. The need for strong vaults in warring 


trusted its records to Hammermill Ledger. countries seems to be emphasized by the 
The sturdiness, durability and economy of THE HAMMERMILL LEDGER WATERMARK in | fact that the same company recently 


this paper made it the logical choice for every sheet takes the guesswork out of aaa Aang Rae ge im a tee nag 


such an important service. ledger paper buying. for the Centre Bank of anchou at 
Hsinking, Manchoukuo, and also a group 
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What Readers Write 


Sirs: The Burroughs Clearing House is 
one of the most interesting publications 
that I get on my desk. I find there is 
always some worthwhile article, or story, 
or bit of information to read. 

GeorGE J. SoKEL, President, 

The Home National Bank, 
Meriden, Connecticut 


oie a2 : Sirs: Yours is the most age od 
DE BY THE MAKERS read and enjoyed of all the ban ng 
OF HAMMERMILL BOND Hammermill Paper Company, Erie, Pa. BCH-Ap magazines received by our institution. 





} Pins would like to take this opportunity to 
Please send me, without obligation, the sample book of Hammermill congratulate you not only on the selection 
Ledger and the folder, ‘‘The Endurance of Hammermill Papers.” of material but also on the manner in which 


it is presented. 
Howarp J. Morris, Jr., 
Business Development Department, 
The First National Bank 
Position of Montgomery Alabama, 
(Please attach to your business letterhead) Montgomery, Alabama 
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Merle Thorpe 
at Regional Conference 


Continuation of the depositors’ forum 
idea, peememny inaugurated successfully 
at the recent Des Moines conference, was 
a feature of the American Bankers Associ- 
ation’s regional conference held March 
17-18 at Indianapolis. A similar public 
meeting was scheduled for the Oklahoma 
City conference the following week. 

Merle Thorpe, editor of Nation’s Busi- 
ness, was the principal speaker at the 
depositors’ meeting in Indianapolis. The 
—_ Murat Temple auditorium was practi- 
cally filled with bankers and their guests 
to hear the program at this closing session. 

Mr. Thorpe spoke on the subject, 
“Putting Dollars in Overalls.” He dis- 
cussed present handicaps which, he be- 
lieves, make the dollar less eager to work 
and which have therefore resulted in a 
lack of free capital venturing into industry. 
Hampering business restrictions and heavy 
taxation which diverts billions of dollars 
from investment in productive enterprise 
were cited by Mr. Thorpe as two blockades 
to prosperity. 

resident Orval W. Adams, one of the 
strongest supporters of the depositors’ 
forum idea, presided at the meeting. He 
also delivered the address opening the 
conference, coe on_ the subject, 
““Meeting the Challenge of Public Service.” 
Emphasizing the theme of the conference, 
“The Broadening of the Bank’s Services,” 
President Adams said: ‘There is a real 
challenge for public service which we shall 
have to meet in our own way. It —— 
that if our banks are to continue to be the 
financial bulwarks of their communities, 
they must be made increasingly service- 
able as well as sound. We shall have to 
devise ways and means of broadening their 
services in a way that will appeal to and 
serve the modern generation, always, of 
course, within the limits of sound banking.” 

Mr. Adams asserted that he believes 
the banks are meeting this challenge, and 
pointed to the topics on the program 
as evidence of the genuine interest of 
bankers in the public need and the means 
whereby it may be served. 

The subjects referred to by Mr. Adams 
included such outward looking topics as 
constructive customer relations, work in 
public education, the educational program 
of the American Institute of Banking, and 
radio in public relations. 

F. W. Van Antwerp, president of the 
Indiana Bankers Association and president 
of the First Bank & Trust Company at 
South Bend, was general chairman in 
charge of arrangements for the Indianapolis 
conference. 


Tabulation of 1937 
Business Profits 


A tabulation of the annual statements of 
1,020 leading industrial and ae 
corporations, published by the Nationa 
City Bank of New York in its monthly 
bank letter, shows net profits for these 
concerns in 1937 of approximately $1,838.- 
000,000, after charges but before dividends. 
This compares with $1,693,000,000 for the 
same companies in 1936 and represents a 
gain of 8.5 per cent. 

Total capital and surplus funds of these 
companies aggregated $16,755,000,000 at 
the beginning of 1936 and $17,253,000,000 
at the beginning of 1937, upon which the 
annual rate of return rose from 10.1 to 10.7. 





Merle Thorpe, speaker at depositors’ 
forum in Indianapolis 


An examination of the tabulation shows 
that most of the sharp gains in earnings 
occurred in those industries which enjoyed 
a further expansion in sales volume last 
year. Marked gains in gross and net in- 
comes were reported by representative 
companies in such lines as steel and non- 
ferrous metals, building materials, agricul- 
tural implements, electrical equipment, 
heating and plumbing fixtures, office 
equipment, railway equipment, hardware 
and machinery. 

There was also a recovery in earnings of 
many amusement, fertilizer, paper and 
petroleum companies, where the rise in 
costs for labor, materials and taxes was 
more than covered by the increase in sales. 

In numerous lines, however, a moderate 
increase in sales was more than offset by 
the rise in production costs, by inventory 
losses or y special troubles such as 
strikes, floods, etc. The result was a 
decline in net profits, or even a return 
“into the red” by many companies in such 
lines as baking, meat packing, liquors, 
miscellaneous food products and tobacco, 
automobiles, accessories and tires, textiles, 
apparel and shoes, drugs and containers. 


Business Trends 
For 85 Years Charted 


Economic changes in the United States 
for the past eighty-five years are traced in 
an interesting chart prepared by E. W. 
Axe & Company, Inc., investment counsel- 
ors of New York City. 

This comprehensive chart was sent to 
each registrant at the recent A. B. A. 
Mid-Winter Trust Conference in New 
York. H. G. Carpenter, vice-president of 
E. W. Axe & Company, was one of the 
conference speakers. 

The fluctuating course of five major 
economic trends—business activity, whole- 
sale commodity prices, industrial stock 
prices, bond yields and commercial paper 
rates—are shown on the chart. Depres- 


sion valleys and prosperity peaks from 
1854 to 1938 present a revealing picture 
of the cyclical nature of business through- 
out the years. 


Annual Convention 
Dates Announced 


An interesting program is being arranged 
for the sixteenth annual meeting of the 
Bankers Association for Foreign Trade, to 
be held at the French Lick Springs Hotel, 
French Lick Springs, Indiana, April 21-22. 
This association is composed of American 
banks operating foreign banking depart- 


ments. 

Plans for the 1938 National Safe Deposit 
Convention, which is to be held at the 
Bellevue-Stratford Hotel, Philadelphia, 
May 12-14, are rapidly nearing completion. 
An attractive program of sessions and 
entertainment has been arranged by the 
Pennsylvania Safe Deposit Association, 
host of the Convention. ; . 

The annual convention of the Financial 
Advertisers Association will be held from 
October 31 to November 3 at Fort Worth, 
Texas. This meeting slightly precedes 
the 64th annual convention of the American 
Bankers Association, which is to be held 
November 14-17 at Houston, Texas. ; 

The Association of Bank Women will 
hold its sixteenth annual convention in 
Houston concurrently with the A. B. A. 
meeting. Miss Anne Houstoun Sadler, 
president of the Association, has announced 
the appointment of Mrs. Berneece Brooks, 
assistant cashier of the Citizens Bank of 
Bastrop, Texas, to act as general conven- 
tion chairman. Mrs. Brooks is a past 
regional vice-president of the South- 
western Division of the A. B. W. The 
program for this annual gathering of 
women bank executives will be in charge 
of Mrs. Anna G. Roussel, of New Orleans. 
Mrs. Roussel is manager of the St. Charles 
Avenue Branch of the Hibernia National 
Bank, New Orleans. ‘ 

The 46th annual convention of the 
United States Building and Loan League 
will be held in Chicago, November 14-18, 
according to E. C. Baltz, of Washington, 
D. C., president. Mr. Baltz also announces 
that the national organization is plannin 
to send to the International Congress o 
Building Societies at Zurich, Switzerland, 
in September the largest American delega- 
tion that has ever attended an affair of 
this nature. 


Bank Advertising 
Wins Medal Award 


An advertising campaign in defense of 
“big business,” sponsored by the Bank 
of New York & Trust Company, won the 
1937 Medal Award for contributing most 
to the “advancement of advertising as a 
social force.” 

The campaign took the form of a series 
of advertisements which appeared in 
New York City newspapers and in leadin 
— magazines during the autumn o 
1937. 


Fourth Session of 
Graduate School 


The fourth resident session of the 
Graduate School of Banking, conducted by 
the American Bankers Association at 
Rutgers University, will be held from 
June 20 to July 2. This year, for the first 
time, a major course in savings banking 
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**[ have a book here which I'd like to 
show you. It’s the quickest, surest thing 
I have ever seen to help people turn 
weakness into strength. 

“T’m talking about insurance weak- 
ness—the situation of a man who runs 
needless financial risks, both in his home 
and his business responsibilities. 

‘‘There are some sixty forms of fire 
and casualty insurance and fidelity and 
surety bonds. Which should you have? 


CS il a A ctl aes 


Let me study your requirements. Then 
let’s go over this book together. We 
can easily find your principal hazards 
and exposures— with the insurance an- 
swers to them. We can correct weak- 
nesses. We may save you money.”’ 


This thoroughgoing analysis is valu- 
able also as a permanent record of your 
insurance. It is an added service feature 
which Hartford representatives offer. 


In writing to advertisers please mention The Burroughs Clearing House 
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will be offered, along with commercial 
banking subjects. 

The Graduate School of Banking annually 
attracts some 600 bank executives from 
all over the United States, Unlike the 
American Institute of Banking, which 
serves the junior executives, the Graduate 
School consists only of senior policy- 
forming executives. At the 1937 session 
of the school the average age of the bank 
officers in attendance was 39 years. 

The full course at the school consists of 
attendance at three resident sessions of 
two weeks each, together with extension 
work for two years. Satisfactory com- 
pletion of this work, the passing of an 
oral examination, and the preparation of a 
thesis on some approved banking subject 
are requisites for graduation. 


Remodeling Loans 
Show Increase 


More money was borrowed from savings, 
building and loan associations this past 
January to make over and repair homes 
than in either the same month last year or 
the year before, according to the United 
States Building and Loan League. Esti- 
mates of the total loan volume by associ- 
ations throughout the country found 
repair and modernization loans to be the 
brightest spot in the record. 

Out of total January loans estimated at 
$62,555,100, associations placed $4,049,100 
in the re-roofing, redecorating, reflooring 
type of financing. This was some $300,000 
more of this type of lending than a year ago. 


Banking Committee 
For Western Exposition 


A banking committee has been formed 
to assist in the promotion of the Golden 
Gate International Exposition, to be held 
at San Francisco in 1939. 

Chairman of the bankers’ group is 
J. H. Quire, Bank of America. Other 
members are R. L. Barber, American Trust 
Company; C. H. Alexander, Anglo-Cali- 
fornia National Bank; B. R. Mills, Bank 
of California; C. W. Brown, Crocker First 
National Bank; L. O’Grady, Hibernia 
Savings & Loan Society; E. H. Le Masters, 
Pacific National Bank; Edmund Goldmann, 
San Francisco Bank; and George Dawson, 
Wells Fargo & Union Trust Company. 

The banking committee is in a key 
position to foster many of the aims of the 
Exposition, according to Chairman Quire. 
Treasure Island Clubs and other Exposi- 
tion savings plans already are available at 
136 banking offices in the West, and a con- 
siderable increase in their number is 
anticipated for the coming year. 


Morris Plan Bankers 
Association Moves 


The Morris Plan Bankers Association 
has moved its national headquarters from 
Richmond, Va., to Washington, D. C.,, 
with Joseph E. Birnie, Executive Secretary 
and Treasurer, in charge. The new head- 
quarters are located in the Washington 
Building, 15th and G Streets, N. W. 


Los Angeles Bank 
Celebrates Anniversary 


California Bank recently celebrated the 
thirty-fifth anniversary of its founding. 
At its head is Andrew M. Chaffey, branc 
banking pioneer, who in 1903 organized 
the parent American Savings Bank. 

Taking a leaf from his previous experience 
with the British branch banking system 
in Australia, Mr. Chaffey in 1905 opened 
a branch office in Boyle Heights. It is 
said that according to available records, 
the Boyle Heights Branch of the American 


Savings Bank was the first branch bank 
in California. The branch exists today as 
the First and Cummings Office of California 
Bank, together with fifty-three others all 
located in Los Angeles County. 

In 1911 controlling interest in the 
Hibernian Savings Bank was acquired, 
followed later by consolidation with the 
Home Savings Bank, with the names of 
both institutions appearing in the bank 
title. In 1920 the joint name was changed 
to California Bank. Capital funds are 
now in excess of $8,000,000 and deposits 
total more than $100,000,000. 


Decrease in 
Foreclosures 


The non-farm real estate foreclosure 
situation in the United States improved 
rapidly in 1937, according to statistics 
issued by the Federal Home Loan Bank 
Board. The 1937 foreclosure rate of 8.1 
per 1,000 non-farm dwellings was nearly 
as low as the rate for 1930 (7.9). The 
152,758 cases estimated for the year stood 
18 per cent below the estimate for 1936 
and 40 per cent under 1933, the peak year. 

Foreclosures for the past twelve years 
are shown below: 


Rate Per 
Year Number Index 1000 Non-Farm 
Dwellings 
1926 68,100 100 3.6 
1927 91,000 134 4.8 
1928 116,000 170 6.1 
1929 134,900 198 7.1 
1930 150,100 220 7.9 
1931 193,800 285 10.2 
1932 248,700 365 13.1 
1933 252,400 aT) Lave 
1934 230,776 339 12.2 
1935 229,428 337 12.1 
1936 187,069 275 9.9 
1937 152,758 224 8.1 





IT 1S OBVIOUS WHY 
SO MANY BANKS 
ARE RETAINING 
POOR’S FINANCIAL 
SERVICES. ON 
INVESTIGATING, 
THEY HAVE FOUND 
MUCH DUPLICATION 
THAT ONLY POOR’S 
CAN ELIMINATE. 














9% of the Income... 


Comprising only 2% of the 


country’s area, New England has 
nearly 7% of its population and 
9% of its income. Buying and 
selling billions of dollars’ worth 
of products each year, New Eng- 
land business needs complete 
banking facilities such as are 


provided by this institution. 


THE NATIONAL 


Shawmut Bank 


40 WATER STREET - BOSTON 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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In 50 years the broad expanse 











of the Great Lakes Region has 








become one of the world’s 











greatest workshops ... Here the fortunate 











combination of natural resources and trans- 














portation facilities enables the people of this 








area (28% of America’s population) to pro- 








duce 40% of the country’s finished goods. 








As the Great Lakes Area has grown, so has 


Central National Bank. It is a Great Lakes 




















Bank. Our experience in this area, plus our 














facilities, are offered business concerns and 








their banks everywhere. 























CENTRAL NATIONAL BANK 


Member Federal Deposit 
of Cleveland Insurance Corporation 
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Directory of 
Mutual Savings Banks 


MUTUAL SAVINGS BANK DIREC- 
TORY. National Association of Mutual 
Savings Banks, 60 East 42nd Street, 
New York, N. Y. 

A new directory just issued by the 
National Association of Mutual Savings 
Banks. Contains many interesting details 
concerning savings in the seventeen states 
where mutual institutions operate. Gives 
the names of all officers of mutual savings 
banks, the correct address of such institu- 
tions, their assets, surplus, deposits and 
depositors. The method of figuring inter- 
est in each case is also indicated. 


Protecting Bank Loans 
Through Credit Insurance 


Attention of banks is being directed to 
the value of advocating credit insurance on 
a borrower’s accounts receivable assets 
when making a commercial loan. When 
borrowers are covered by such insurance, 
the bank is protected against loss in case 
of unforeseen developments which may 
suddenly change the value of accounts 
receivable, such as fraud, catastrophe, 
insolvency of a large customer, or rapid 
changes in business conditions. 

To the borrower it can be explained 
that credit insurance is a desirable feature 
because it provides for them protection of 
annual profit and working capital against 
bad-debt losses, helps to stabilize their 
credit policy, and guards against “frozen” 
accounts. 

Such protection means that credit losses 
on accounts receivable will not prevent 
the borrower from honoring his ailenion 
at the bank when it is due. While a credit 
insurance policy is not assignable, it can 
be provided that any reimbursements for 
losses shall be paid to any designated bank 
for the account of the indemnified. 

It is claimed that credit insurance helps 
to increase the life span of a bank’s clients. 
As the average life of a manufacturer or 
wholesaler is less than ten years, banks 
must find a continual flow of new customers 
to replace those that have gone out of 
business. Since one of the main causes of 
business mortality is the freezing of working 
capital through delinquent or insolvent 
accounts, protection of credit assets is 
held to be of importance in promoting the 
continuous existence of customers. 


Insurance Premium 
Financing Plan 


The Morris Plan Bank of Virginia has 
instituted a new insurance premium financ- 
ing plan. A schedule is first drawn up 
listing the policyholder’s insurance pre- 
miums and showing his yearly outlay for 
insurance. Where premiums are being 





paid on a semi-annual basis or less, the 
premium due dates can be rearranged on 
an annual basis to effect economies in 
rates. 

The policyholder signs a form for each 
insurance company requesting that pre- 
mium notices be sent to the bank. He 
agrees to deposit each month in a special 
savings account an amount equal to 1/12 
the total cost of all his annual insurance 
premiums, and authorizes the bank to pay 
all premiums as they fall due. The policies 
themselves are kept by the bank in safe- 
keeping. 

Thus the policyholder is assured that 
his premiums will be paid without danger 
of lapse. It can be arranged that the 
bank will continue to pay his premiums 
for as long as a year after he may have 
stopped making monthly deposits due to 
illness, unemployment, business reverses 
| or other misfortunes. 
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The First National Bank of Port Jervis, Port Jervis, New York, cultivates its reputation as a useful institution 


Serving Your Pustic 


The first point is to provide the community with adequate 
bank services; the second is to tell the community about it 


ONG enough ago so that it is 
L fading out of our memories, the 
bankers of America were forcibly 
brought to recognize some of their 
shortcomings. It was, after all, only 
five years ago that as a group we found 
ourselves in an unexpected difficulty. 
We had always assumed that the folks 
in our communities knew how neces- 
sary the banks were to their daily 
lives —not only the depositors and the 
borrowers, but also the _ infinitely 
larger number of people whose daily 
living did not bring them often into 
the lobby but who were nevertheless 
dependent upon the functions that a 
bank performs. 

After a lifetime of supposing that 
everybody knew what the banks do 
and how essential they are, we had a 
rude shock. It turned out that the 
neighbors did not understand us, after 


By 
GEORGE L. COLBY 


President, The First National Bank of Port Jervis, 
Port Jervis, New York 


all. That reserve of public under- 
standing and esteem, which we had 
hoped never to draw on but which we 
confidently relied on if ever we should 
have to have it, simply was not there 
when we needed it. Oh yes, in a few 
communities it existed, and permitted 
the local bankers to come undisturbed 
through the turmoil of closings and 
restrictions in other communities. But 
as an industry, banking had not earned 
the position it had always counted on. 

We knew our shortcoming, back in 
those days. We talked about it, 


vowed that never again would we be 
caught thus without the backing of 
the general population. When times 
should improve, we would all be dili- 
gent in cultivating our neighbors and 
letting them know beyond all for- 
getting that the banks are useful, 
substantial citizens — valuable to every- 
body, not merely to the stockholders, 
directors, and officers. 

This article is written largely as a 
reminder. Not any clarion call to 
action, not any warning that some- 
thing must be done at once to stave off 
disaster. The fact is, ever since 1933 
the public has had so fresh a memory 
of the bankless days that it has not 
been necessary for us to do much 
reminding. But is it not, perhaps, 
getting along toward time to begin” 

In our bank, we are distinctly think- 
ing along these lines. It happens that 














Vice-president William F. Speidel, 
right, typifies the bank’s readiness 
to explain its services at any time 


Port Jervis was one of the towns 
fortunate enough to escape any local 
banking difficulties. The banks here 
were strong enough, they had some- 
how sold themselves to the public 
substantially enough, to keep public 
confidence solidly behind them. They 
did not lose deposits, they had no runs 
or seepages. But—we want to be 
completely certain that if ever such 
times should return, we can count on 
repeating our good fortune. 

We take no credit for doing any- 
thing unusual. Ours is, after all, a 
quite ordinary type of conservative 
country bank. What we have con- 
sistently tried, and are still trying, is 
to give in our community every legiti- 
mate banking service that a country 
bank can provide in a country town. 
And we are trying to keep our neigh- 
bors informed of what we are doing 
and how we are doing it, so that they 
will absorb a well-rounded knowledge 
of the institution bit by bit, almost 
imperceptibly —which, after all, is the 
way that any complex knowledge is 
best and unforgettably learned. 


T is a little disconcerting, in the face 

of this effort to give service and to tell 
folks about it, to discover that it has 
slipped completely past even a few of 
the people for whom it is intended. 
Recently an association executive told 
me about an experience he had en- 
countered right in Port Jervis. Two 
young men had started a small busi- 
ness, have been operating it success- 
fully for several years. But it is a 
small business, and its capitalization 
has never been adequate. 

Recently the partners observed an 
opportunity to make it a larger busi- 
ness if they could obtain, for a short 
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term—say, six or nine months—a 
very small sum of money. So they 
went to the association man to ask 
him how they should proceed to bor- 
row the money from a_ small-loan 
company. 

Their adviser asked a few questions, 
discovered that their little enterprise 
could make a statement which would 
entitle it to a bank loan at least as 
large as they were thinking of. They 
have a bank account, have hitherto 
used it only to handle checks. Their 
friend said, ““‘Why don’t you go to the 
bank and make a loan? I’m sure you 
could get it without any trouble.” 

Answered the partners, almost in 


unison, “Oh, nobody can_ borrow 
money from any bank. We didn’t 
even try.” 


They have tried since, and got their 
loan. But that is aside from the story. 

To us, it seems that this incident is 
a distinct proof that we have not 
been doing in our town quite the job 
we should have done. Even though we 
have tried, we had failed to convince 
those new business men that we are 
eager to make good loans —and Heaven 
knows we are eager. And therein can 
be found a moral: Even though a bank 
gets its community completely edu- 
cated, if it does not watch painstak- 
ingly there will grow up a new genera- 
tion of people as yet unaware of how 
the bank ties into their lives. 

To supply the sort of service that 
will tie us closely to the largest num- 
ber of people is our purpose. We 
operate several activities that cannot 
possibly yield a profit comparable with 
the thought and effort they demand. 
Nevertheless, these are worthwhile 
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H A Personal Loan repayable in month- 


assured Jy installments may solve this problem for 


We invite you to consult one of our 


because they bring people into the 
bank, into contact with our officers 
and tellers, tie them to us as an 
institution and give us the opportunity 
to let them see the usefulness of our 
institution and the reasonableness of 
our viewpoint. 


SCHOOL savings, for instance. Analy- 

sis of our costs recently showed an 
annual loss of about a thousand dollars 
on this department. This neither 
means that we should throw out the 
department nor that we should devise 
some system of Service charges to put 
it on a profit basis. To me it seems 
entirely clear that anything we can 
do to give school children an under- 
standing of what a bank is for—as 
well as the not negligible advantages 
of propagating thrift in the com- 
munity —is worth a reasonable cost 
to our institution. Forget about any 
direct hookups with profit, if neces- 
sary; just charge it off to a method of 
insuring against loss of public con- 
fidence ten or twenty years hence, 
when these children will be the adults 
of our town. 

Or consider the trust department. 
It can be shown to lose us several 
hundred dollars a year—on paper. 
(I doubt that actually it operates quite 
this way, since we could not decrease 
either our official or clerical staff if we 
were to throw out either school savings 
or trusts.) Just recently our trust 
department closed an estate, and 
collected a fee of about $300 —which 
is a substantial trust fee in Port Jervis. 
As traceable by-products of this one 
estate, we can list three good accounts 
on our books opened by three heirs, 


shoulder with us in supporting the things 
that make Port Jervis a good place to 


Help them to do it. Through the Retail Merchants Assoc- 


iation they stand shoulder to shoulder in 
offenng good merchandise and improving 
their service to the public. 
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and one safe deposit box rental to one 
of these three new depositors. Here 
are three local citizens who might 
have gone along without learning at 
first-hand how useful are the services 
of a bank. Moreover, we might have 
gone along without whatever profits 
we shall earn on them as customers. 


[i is almost impossible to draw a 

sharp line between winning public 
confidence and getting new customers. 
If the bank goes at either job in the 
right manner, it almost inevitably 
accomplishes the other also. When 
you win friends, you bring in new 
sources of profits. And it is as difficult 
to distinguish between which of these 
is ancestor and which descendant as 
between the hen and the egg. 

We have no desire to add unprofit- 
able departments, neither do we aim 
to develop the sort of bank that has 
been termed a financial department 
store. But we do put on a new service 
if it strikes us as legitimate country 
banking, something that will help our 
community and bring new people into 
contact with the institution. We make 
a conscientious effort to add no service 
that will not at least pay its way. 
But, from time to time, we find an 
opportunity. 

Our most recent addition is a small 
loans department. It was opened 
toward the end of last year, made 
forty-five loans in its first two months, 
for a total of about $10,000. If, as 
this hints, we can add $30,000 or so 
of good loans to our note case by this 
department, it will be distinctly worth- 
while, and welcome. But even though 
it should fall short of this figure, and 
should yield only a small profit, it 
will still justify itself by providing a 
service that people need, and by 
showing them this way in which the 
institution is important to them. 

Like any other bank, we rely for 
our commercial department profits 
principally upon the large, substantial 
accounts. In spite of this, as part of 
a well-rounded service we actively 
offer checking accounts to small- 
balance customers, and we have even 
experimented with the no-balance 
accounts. Also, in a territory where 
this is by no means universal, we 
maintain a thrift account department 
which pays interest on savings de- 
posits. 

But it is only half the job for a 
bank to provide these assorted serv- 
ices. To complete the job, it is neces- 
sary to inform the public frequently 
and persistently. So we advertise 
regularly in the local newspaper, al- 
most invariably calling attention to a 
different service from any we have 
recently mentioned. 

Starting backward from the date on 
which this is written, our advertise- 
ments have dealt with the following 





To convince local business men that his bank is really glad 
to discuss loans is a present problem of President Colby, at left 


subjects: Modernization Loans, Check- 
ing Accounts, Small Loans, Safe De- 
posit, (three successive, including two 
headlines we are pretty proud of, 
“Can You Prove that You Were 
Married?”’ and “Can You Prove that 
You Were Born?’’), Christmas Sav- 
ings. Other topics such as, Do Your 
Christmas Buying at Home, Thrift 
Accounts, and assorted topics such as 
Thanksgiving, Armistice Day, and 
periodic repetitions of the major sub- 
jects, have pretty well accounted for 
our advertising during the past year. 

To counterbalance the occasional 
incident such as that of the young 
partners who did not realize that a 
bank would lend them money, we get 
continual evidence that people read 
the advertisements. More important 
to us, we find from time to time some 
indications that people are beginning 
to understand the usefulness of the 
bank to the community. Someone 
will remark, at church or in a social 
gathering, or in as casual a contact as 
a meeting on a street corner, that he 
notices the bank does thus-and-such, 
or offers this-and-that service. A sur- 
prising share of such comments eventu- 
ally blossom into calls at the bank, 
either from the man who made the 
remark or from someone else who tells 
us the first man mentioned the idea 
to him. 

We can claim no more than a 
normal share of credit for community 
development. But people seem to 
think of us as carrying at least our 
own weight. Port Jervis was once 
primarily a railroad town. It is the 


first division point on the Erie beyond 
the New York terminal, and is there- 
fore on an exceptionally busy stretch 
of track. In the old days, a locomotive 
could be run for only eighty-five or 
ninety miles—our distance from New 
York—then it had to go into the 
roundhouse for check-over and over- 
haul. Most of the shop work on the 
eastern two hundred miles of the Erie 
was handled in the Port Jervis shops, 
and the town prospered on Erie pay 
rolls. 

Then, as the railroads learned how 
to keep a locomotive in service for a 
haul across half a dozen divisions, the 
shop work dwindled. No longer does 
every train change locomotives at 
Port Jervis; instead they go through 
from New York to western division 
points. Our local shops are still 
important, but they are not com- 
parable to what they used to be. 


N the interval since the railroad 
pay roll of our town started down- 
ward, there has been a steady, un- 
spectacular movement of industries 
into our city, about enough to make 
up the difference in the total pay rolls. 
These have not just discovered for 
themselves that they wanted to move 
to Port Jervis. It has taken some 
doing, mostly by local organizations 
and by municipal authorities. They 
have been supported by the bank, as 
by other local business people. But 
also they have been able to tell their 
prospects —and to back up the asser- 
tion—that here are two banks en- 
tirely competent and (See page 28) 
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II This is the second of a series 

* of three articles dealing with 
new developments in the field of 
housing and mortgage lending. 


major reason why lending insti- 
tutions today are taking so much 
interest in the quality of the houses on 
which they advance mortgage money 
is to be found in the experience of the 
Hlome Owners Loan Corporation. Prob- 
ably the bankers and the building-and- 
loan officers do not realize the source, 
but they would soon find out if they 
went to Washington and checked up. 
When the HOLC made better than 

a million loans on distressed residential 
properties back in the days of depres- 
sion, the more thoughtful of the super- 
visory authorities pondered one fact: 
More than half of the dwellings on 
which these loans were made were in 
such deplorable condition that it was 
necessary to increase the loan and in- 
sist on substantial repair work. Ad- 
mittedly, the owners of these houses 
were in financial distress, and had not 
been spending any money on their 
places for quite a while. But —a well- 
built, well-planned, previously well- 
maintained house of good materials 


AA ites tome enough, a 
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New Momentum 


Home BulLpING 


By 
ARTHUR VAN VLISSINGEN 


Sound construction of small homes is the 
aim of the Federal Home Building Service 
Plan, sponsored by the Federal Home Loan 
Bank Board as a means of protecting both 
the prospective owner and lending agency 


can stand several years of neglect 
without necessarily needing anything 
more radical than a coat of paint inside 
and out. And half the HOLC loans 
were on properties requiring repairs! 
It certainly looked as if there must be 
something wrong with the average of 
the houses being built in the United 
States. 

By the time the HOLC loans had 
run for a while, and defaults had 
reached the stage where foreclosures 
and take-overs were necessary, experi- 


ence had definitely borne out this sus- 
picion. So far, 70,000 properties have 
been acquired by the HOLC, and 
another 30,000 are in various stages of 
foreclosure from the very preliminary 
to the practically complete. Some few, 
a very few, of these properties required 
merely a moderate amount of re- 
furbishing. Some few were in such 
shape that the only sane course was to 
abandon or demolish the structure and 
write off everything except the lot. 
But with these exceptions, it has been 


Showing how the Federal Home Building Service Plan is designed to operate in contrast to the usual procedure 


Illustration courtesy Federal Home Loan Bank Board 


LENDING INSTITUTION 


SUPERVISION DURING 
CONSTRUCTION 


HOME REGISTRATION 
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Layout of $3,000 house in Memphis, available under Federal Home Building Service Plan 


unfailingly necessary for the HOLC to 
perform major operations so that the 
property may be made readily salable 
or rentable. 

The repairs and alterations have 
run the gamut from cellar drains to 
new roofs, from tearing off unsightly 
porches and gingerbread ornaments to 
remodeling interiors and _ relocating 
staircases, and have included any type 
of structural work you might be able to 
think up. Mind you, these jobs have 
been done not for any social or char- 
itable purpose, but purely to improve 
the value of the house so that it can be 
sold or become an income-producer. 
In the process, they have upgraded 
the quality of American housing in 
the limited number of structures so 
affected. 


HE HOLC comes under the author- 

ity of the Federal Home Loan Bank 
Board, which has as one of its other 
activities the Federal Home Loan 
Bank System. This System, in turn, 
has jurisdiction over the twelve Fed- 
eral Home Loan Banks which are in 
districts approximating Federal Re- 
serve Districts. And each regional 
Federal Home Loan Bank has a mem- 
bership of a large number of savings- 
and-loan associations. Therefore, what 
the board learned through its HOLC 
activities was presently manifested in 
some activities applying to savings- 
and-loan societies. 

Stated as briefly as possible, those 
people who have come in most inti- 


mate contact with the houses taken 
over by the HOLC on defaulted loans 
consider that small-house building in 
the United States must be straightened 
out before small houses will be really 
good collateral for long-term amortized 
loans such as the Federal Home Loan 
Board is taking responsibility for with 
its system of Home Loan Banks and 
its insurance of savings-and-loan shares. 
They are not crusading, nor are they 
accusing anyone. They merely state 
their firm conviction that something 


has to be done to assure better building 
of small homes. 

In their thinking on the subject, they 
have asked themselves a few questions 
which may be worth passing on. The 
most significant of these, from the 
standpoint of the man making real 
estate loans, is: 

“Is the lender, or the builder, pri- 
marily responsible for the shoddy 
houses that dot the American land- 
scape?” 

Cannily, they do not answer their 


A modern residence in Virginia, built for $4,100. Sound planning and 
construction assure continued satisfaction and slow depreciation of value 
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own question. But they do admit that 
a good many plans which have been 
advanced for improving the grade of 
houses built for folks of moderate in- 
come have been blocked by greedy 
builders or greedy lenders or both. And 
they assert that where the lender sees 
the possibilities for long-term better- 
ment of mortgage risks through up- 
grading the quality of houses produced, 
the lender can tip the beam in the 
direction of acceptable quality in home 
construction. 

A few months ago the Home Loan 
Bank System folks sponsored a pro- 
gram which they call the Federal 
Home Building Service Plan. This is 
a set-up by which, when local lenders 
and architects and builders and ma- 
terials-dealers get together, there is 
exercised a control over the quality of 
local construction —at least that por- 
tion which is financed locally. Before 
we go into the details of the plan, let 
us see what stands in the way of its 
immediate adoption and success. 

You and everybody else acquainted 
with home construction know that it 
costs more to build a good house than 
a poor one. Planning, supervision, 
check-up of specifications, qualification 
of contractors —all this runs into cash, 
even though it may be relied on to pro- 
duce a greater increase in value than 
in cost. Anyhow, it is obvious that a 
contractor without planning and with- 
out good construction standards can 
put up to sell for $4,500—at a good 
profit—a house that looks about as 
good as a rightly-made house costing 
$5,000. And, over a period of twenty 
years, the man who takes the higher- 
cost, better-built house will not only 
have lower per-annum costs of occu- 














pancy but also he will have a better 
piece of property, worth more for re- 
sale, at the end of the twenty years. 

What can happen in a community 
where there exists a set-up by which 
the prospective home-builder can get 
a well-built house of this sort for 
$5,000? In the process of making his 
decision, he is solicited by a contractor 
who works with a lender outside the 
plan. The contractor tells him: ‘““They 
are asking you $5,000 for that house? 
Say, I can give it to you for $4,500. 
You know where the extra $500 goes? 
Mostly to the architect. Partly to the 
builder. I can give you just as good a 
house without an architect, and I'll 
handle it on a small profit because I 
want the job. How about it?” 


IGHT here, the Home Loan Bank 

folks point out, is where the lender 
assumes the responsibility for poor con- 
struction. The banker or building- 
and-loan man ought to know the dif- 
ference between poor and good building; 
if he does not, either he is stupid or else 
he has not been educated. Anyhow, if 
all lenders keep a united front against 
this siren lure of “I can give you the 
same thing cheaper,” their towns will 
get better housing and they themselves 
will get better loans. 

When they know you well enough, 
some of the Home Loan Bank people 
may tell you in a whisper the story of 
just how alluring the cut-price cut- 
quality argument can be. One of their 
own men, an intelligent person in a job 
where he came in contact with the facts 
and the plans already referred to in this 
article, decided to build himself a 
house. It was in the early days of the 
Federal Home Building Service Plan, 


This small home became a “‘dream castle” for many persons when it was reproduced in LIFE magazine recently 
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then getting a laboratory try-out in 
one of the large building-and-loans of 
Washington. He had his figures, was 
almost ready to go ahead under the 
Plan. Then, he listened to the fellow 
with a good line of talk, and went to 
another lender and signed up. A little 
defiant in telling his associates about 
it, the home owner was nevertheless 
pretty happy to have saved a sub- 
stantial sum by doing it the cheaper 
way. 

Well, when he moved in the first 
thing he discovered was that the stair- 
case was too narrow and too low to 
permit taking a trunk around the 
turns. One thing after another de- 
veloped. All told, at least twenty 
causes of dissatisfaction arose within 
the first three months, all of them due 
to poor planning or to poor construc- 
tion. Nobody is certain he would have 
avoided every one of these flaws under 
the Federal Home Building Service 
Plan, for perfection is rarely attained 
even under the most elaborately con- 
ceived programs. Certainly, though, 
he would have had a much smaller 
number of weaknesses to contend with, 
and of less obvious sorts. Moreover, it 
seems safe to predict that the house 
with so many things wrong with it in 
the first six months of occupancy will 
inevitably develop many of the weak- 
nesses which any poorly-built struc- 
ture discloses as the years roll past. 
And, just as safely one may predict 
that a house well-planned and well- 
supervised during construction would 
not have these weaknesses within it. 

The possibilities of the Federal 
Home Building Service Plan for giving 
lenders an even greater influence on 
construction standards (See page 28) 
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New consideration to small business financing Oo Lending 
shows an increase under the new amendments to the housing 
act... Housing committee drafts a uniform foreclosure law 


By HENRY D. RALPH, Washington Correspondent 


Loans to Small Business 


The demands of smaller business enterprises for credit 
aid has caused the Reconstruction Finance Corporation to 
renew its offer to make loans directly to business, while 
several other plans for extending Federal credit are under 
discussion in administration circles. 

Under instructions from President Roosevelt, the RFC 
directed its thirty-two loan agencies to resume acceptance 
of applications for loans from all types of business, large 
and small, which may qualify under the provisions of the 
lending program which the RFC used last year. Special 
attention will be given to loans to maintain or increase 
employment. 

In a letter sent to all banks and bankers, Chairman 
Jesse H. Jones asserted that while the RFC will resume 
lending to deserving borrowers where the law permits, it 
would greatly prefer that banks co-operate by originating 
the loans and giving the RFC a participation in them. The 
ordinary procedure is for the lending bank to retain a 
50 per cent interest in the loan, but a bank may arrange 
to carry an entire loan with a call on the RFC to take up 


such portion of it as may be agreed upon with a charge 
based on the amount and duration of the loan. The normal 
RFC rate on industrial loans will remain at 5 per cent, but 
in some cases a slightly higher interest rate may be arranged. 
The program is designed to assist in the extension of new 
credit. 

“The Reconstruction Finance Corporation will have 
no hard and fast rule as to what part of a loan it will take 
in participation with banks,’ Chairman Jones wrote the 
bankers. ‘“The purpose and circumstances in each instance 
will govern. Agreements can be reached at the time the 
loan is authorized, and if the lending bank wishes to carry 
the entire loan, the RFC will contract with the bank to 
take over such portion of it as may be agreed upon. The 
take-out can be on demand or at stated periods, whichever 
the bank prefers. The RFC will require some part of the 
interest for this underwriting. 

‘Many industrial loans are good that are not neces- 
sarily desirable for a bank, because payment of the loan 
will depend too much on the profitable operation of the 
borrower. This is the type of loan we would like to co- 





operate with banks in making, where employment will be 





i h 


SOY STENT SOON AT 
















14 


THE BURROUGHS CLEARING HOUSE—April, 1938 








Although legislation to regulate bank holding com- 
panies and inter-bank stock ownership is provided in 
a bill introduced in the Senate by Senators Carter 
Glass of Virginia and William G. McAdoo of California 
and in the House by Representative Henry B. Steagall 
of Alabama, the chances for enactment at this session 
are no more than fair. 

The bill introduced is, strictly speaking, not an 
administration measure, and in some respects is less 
drastic than proposals which have been advanced for 
discussion. It would not require the registration or 
dissolution of bank holding companies comparable to 
the ‘‘death sentence”’ provision in the public utility 
holding company act. 

As outlined by Senator Glass, the bill would prohibit 
the formation of additional bank holding companies; 
prohibit existing bank holding companies from acquir- 








Bank Holding Company Legislation 


ing additional banks; prohibit banks controlled by 
holding companies from establishing any new or 
additional branches; prohibit banks controlled by 
holding companies from making loans to affiliates or 
purchasing securities from affiliates or making loans 
secured by the stock of affiliates; require banks con- 
trolled by holding companies to collect loans to their 
affiliates and loans secured by the stock of their affili- 
ates within three years; require all bank holding com- 
panies and their subsidiaries to be subject to regular 
investigations and make reports as required by the 
FDIC; prohibit the payment of dividends by banks to 
holding companies owning bank stock in violation of 
the act; give the FDIC the power to withdraw deposit 
insurance from any bank violating the act. 

The bill defines control as meaning the ownership of 
10 per cent or more of the voting stock of an insured bank. 














provided, and the security will reasonably assure ultimate 
liquidation of the loan. 

“Our banking laws permit such loans, and bank exam- 
iners need not and should not criticize or call special atten- 
tion to them. I am aware that all banks want to lend and 
are looking for good loans. My suggestion is that we try 
a little harder, and avail ourselves of the more liberal 
banking laws in granting credit, particularly as to maturity 
and character of security required.” 

The Federal Reserve banks have also issued public notices 
calling attention to their authority to make loans for working 
capital which cannot be obtained from the usual sources. 

A number of bills have been introduced in the House 
and Senate to set up new Federal agencies for extending 
credit to business, but so far none of these have received 
open support of the administration. The proposal receiving 
greatest discussion is a plan to authorize the RFC to 
insure bank loans to industry in the same way that the 
FHA guarantees real estate modernization and repair 
loans. Consideration is also being given to possible legisla- 
lation to permit banks to underwrite security issues of 
industrial corporations as was proposed originally in the 
banking act of 1935. 


The Housing Amendments 


Response to the liberalized provisions of the national 
housing act has been gratifying to officials of the Federal 
Housing Administration. 

Revival of FHA guarantee of bank loans for home 
modernization and repair resulted in almost all of the 
lending institutions which formerly did this business signing 
up immediately to resume lending under Title I, and the 
FHA was not able to supply loan application blanks fast 
enough to meet the demand from lending institutions. 

Within two weeks after the amendments were signed 
there was a noticeable jump in the number of single family 
residence mortgages accepted for insurance under Title II, 
and -during the last half of February these equaled, both 
in number and in amount, the figures for the same period of 
1937, although for two months previous to this the number 
of mortgages accepted had been considerably below the 
level of the preceeding year. 

While some banks have objected to elimination of the 
service charge of one-half of 1 per cent formerly per- 
mitted, other banks in practically every community have 
agreed to continue to make mortgage loans without the 


service charge, according to FHA officials. They feel that 
even without the service charge a 5 per cent insured mort- 
gage on a home measuring up to FHA specifications is an 
attractive investment, and that the service charge is not 
so necessary now that most banks have machinery for 
handling amortized mortgages. 

The National Mortgage Association of Washington, 
financed by the Reconstruction Finance Corporation 
immediately after the amendments were enacted, stands 
ready to purchase insured mortgages from banks desiring 
to turn them into cash, and FHA officials declare that in 
financial centers, particularly New York City, there are a 
number of plans under way to set up other national mort- 
gage associations with private capital. 

Plans for financing group housing projects and apart- 
ment houses, one of the principal features of the new amend- 
ments, are progressing rapidly. The FHA expects to have 
ready shortly regulations for insuring mortgages on farm 
homes under a new section of the act. In the past FHA 
mortgages have been confined to towns and suburban 
communities principally because of the greater ease of 
servicing such mortgages, making appraisals, and disposal 
of the properties in case of foreclosure. 


Uniform Foreclosure Law 


Home lending institutions throughout the country are 
expressing interest in the proposed uniform state real 
estate mortgage act which will be submitted to the more 
than forty state legislatures in session next winter. The 
new act will greatly simplify mortgage lending procedure, 
but its most important feature is a reduction in the cost 
and time consumed in foreclosing a mortgage. 

The draft of the proposed uniform law represents two 
years of work by the Central Housing Committee, composed 
of representatives of the various Federal agencies dealing 
in housing construction and finance, under the general 
supervision of Horace Russell, general counsel of the 
Federal Home Loan Bank Board. It has been submitted 
to the United States Building and Loan League, the 
National Conference of Commissioners on Uniform State 
Laws, and the American Bar Association, and it has been 
circulated among lending institutions of all types. The 
draft has had wide acceptance, and its supporters believe 
that with the co-operation of local institutions it can be 
enacted in a number of states during the coming year. 

The uniform act had its genesis in the experience of 
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the Home Owners Loan Corporation which found it neces- 
sary to foreclose on a considerable number of homes in 
every state in the union and which discovered that there 
is the widest variance in the foreclosure procedures under 
the different state laws with an accompanying spread in 
the cost involved and the length of time required. 

Although it may seem paradoxical, it can be demon- 
strated that the many legal restrictions placed around fore- 
closure and the long delays and redemption periods which 
have been enacted by many states in an attempt to assist 
home owners actually work against the interest of delin- 
quent borrowers by making it imperative that a mortgagee 
take action as soon as there is a default. 

For example, in Massachusetts, home mortgages are 
foreclosed within three weeks and at a total cost of $25 to 
$50. In New York the time consumed is from five to ten 
months or more and the cost is about $300 to $800. In 
Illinois the time consumed is about eighteen months and 
the cost is from about $300 to $800. As a result, in Massa- 
chusetts for many years loans have been made up to 
80 per cent of value and still the lender is able to carry 
the borrower through a long period of default before the 
equity is exhausted. In New York and Illinois, it is equally 
dangerous to lend 65 per cent of value, and the lender must 
proceed to foreclose comparatively promptly after default 
to prevent the cost of delay and of foreclosure from exceed- 
ing the equity. 

The proposed uniform law provides for the use of a 
statutory short mortgage form of about 160 words in 
length by simply naming 10 covenants to be included. 
The covenants themselves are described in detail in the 
act and are referred to by name only in the mortgage 
instrument, thus greatly reducing its size and consequently 
cutting down legal cost of drafting and of recording mort- 
gages. Any of these covenants may be omitted or other 
non-statutory covenants may be included in the mortgage. 
The most important provision of the proposed act is that 
for a simple, inexpensive method of foreclosure by power of 
sale, with provision for court action if necessary. A sale 
may be brought within 90 days by publication of a simple 
statutory notice once a month for 3 months, and the saie 
is conducted by the sheriff at the court house. The mort- 
gagor would have a redemption period of 30 days within 
which he could bring action to show fraud or other reasons 
why the foreclosure should not be completed. To obtain 
a deficiency judgment the mortgagor would have to bring 
suit within 6 months of the foreclosure, and the deficiency 
judgment could not exceed the difference between the 
amount of the obligation and the fair value of the property 
at the time of foreclosure, the fair value to be determined 
by the court. This will protect mortgagors against un- 
conscionable deficiency judgments. 

In outlining the advantages to be gained by general 
adoption of the proposed uniform act, Mr. Russell declared: 
“Immediately, mortgagees will be able to extend greater 
accommodations to home owners. Business recovery will 
be promoted by the building and financing of more and 
better homes. The hue and cry about unconscionable 
excess judgments will be silenced, and more families will 
be induced to undertake the responsibility of home owner- 
ship, feeling a greater security under such law. In the 
event of misfortune overtaking the home owner mort- 
gagor, the mortgagee will be able to extend greater leniency, 
thereby in many cases preventing ultimate foreclosure. 
The bogey man of foreclosure difficulties will be removed 
and more thrift funds will flow into home financing institu- 
tions, and a greater supply of funds will be available to 
finance home ownership. By preventing many foreclosures 
the real estate market will be protected, and real estate 
ownership will be encouraged and popularized. All of 
these are objects which it is in the public welfare to accom- 
plish and it will be profitable to borrowers, lenders, and 
tne public alike. 
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Farm Credit Under the 
-New Farm Act | 


Banks in rural communities may encounter in- 
creased competition from government credit under 
the terms of the new farm act which provides that 
the Commodity Credit Corporation may make loans 
to farmers on the security of any agricultural or 
dairy products. 

The interest rate and conditions of the loans are 
to be set by regulations of the Corporation in co- 
operation with the Secretary of Agriculture. Loans 
will be made without recourse, in case the value of 
the collateral commodities falls below the amount 
of the loans. Special provisions are incorporated in 
the act covering loans on cotton, wheat, corn, or 
rice in order to tie the loans in with production and 
marketing quotas. Under some circumstances 
farmers may find it more advantageous to borrow 
on stored crops from the Commodity Credit Cor- 
poration, though officials point out that in many 
cases farmers may prefer to maintain good relations 
with their banks because of the better service which 
may be rendered. 

The credit situation in rural areas may be some- 
what further complicated by the action of Congress 
in extending for another two years the Frazier- 
Lemke farm mortgage moratorium act which would 
have expired on March 3, 1938. 

The Farm Credit Administration has begun 
making emergency crop and feed loans to farmers 
for the 1938 season as has been directed by Congress 
annually for several years. These loans will be made 
only to farmers who cannot obtain credit from other 
sources. The largest amount which any one farmer 
may borrow from the emergency loan offices this 
year is $400, and the interest rate is 4 per cent. The 
loans will be made by field representatives of the 
Farm Credit Administration. 


























‘*“A better foreclosure situation results in more liberal 
practices in the first instance and thereby encourages 
home ownership and permits more liberal treatment of the 
borrower in the event of default, and thereby assists home 
ownership. Stated another way, sound foreclosure laws 
encourage liberal financing of homes, enabling the young 
man to assume the responsibility of home ownership 
ear ier when he has accumulated a comparatively nominal 
sum from his meager earnings, whereas harsh or cumber- 
some foreclosure laws prevent him from obtaining financing 
until he has accumulated a much larger sum in cash. In 
turn, reasonable foreclosure laws permit the lender to 
extend consideration to the small family in distress which 
could not possibly be considered under the harsh and 
cumbersome foreclosure laws of some of the states which 
consume so much time and cost so much money.” 


Treasury Financing 


In pursuance of the Treasury: Department’s hope of 
ending the fiscal year without the necessity of borrowing 
new money except relatively small amounts in short-term 
discount bills, the mid-March financing consisted only in 
an offer of 24 per cent bonds in exchange for $455,175,500 
of maturing Treasury 3 per cent notes. No cash subscrip- 
tions were taken. The bonds were of 10% year maturity, 
due September 15, 1948, and not callable. 
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Movies 
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as a Medium 
of BANK PROMOTION 


This article, describing the experience 
of one bank in filming its modernization 
program and banking operation, suggests 
numerous possibilities for using movies 
to improve public and employee relations 


By 
ASHBY MILLICAN 


First Vice-president, Liberty National Bank and Trust Company, 
Louisville, Kentucky 


pleted the remodeling and im- 
provement of all our eight branch 
banks throughout the city. Three of 
them had been seriously damaged by 
the spring flood of 1937, and these 


GS Nleted | months ago we com- 











Flood condition during the 
Spring of 1937 
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particular three branches were subse- 
quently so much improved that the 


writer was very desirous that all of our 
159 officers and employees visit these 
branches and see for themselves how 
great an improvement had been made. 

Much to our amazement we dis- 
covered that a great many of our 
officers and employees had never set 
foot in some of our branches either 
before or after the flood! We then con- 
ceived the idea that if the officers and 
employees would not visit all of our 
various branch banks, we would bring 
the banks to them—and the logical 
way of doing this was by motion 
pictures. 

We, therefore, obtained the services 
of a local expert in home movies, who 
had the proper knowledge of lighting, 
etc., as well as the small amount of 
necessary equipment, and he in com- 
pany with Mr. Fred H. Strobel, cashier 
of the bank, and the writer, visited all 
the branches over a period of several 
weeks. Short shots were taken of the 
neighborhood as we approached the 
various banks by automobile, then a 
view or two of the exterior, the in- 
teriors, and most important —close-ups 


of the managers and their various 
assistants actively engaged in talking 
with customers, counting money, sort- 
ing checks, operating adding machines, 
closing the vault door, opening the 
night depository, making loans, can- 
celling checks, answering telephones, 


and all the other various activities 
inside the bank, including the porter 
wielding his broom. Several shots were 
taken of long lines of customers at the 
windows and they seemed to enjoy the 
experience as much as our employees, 
even though the inside views necessi- 
tated the use of two powerful light 
bulbs and the placing of the camera 
subjects very much in the limelight. 
All of the pictures were taken with a 
hand camera using 16 MM film. 


AFTER this film had been developed 
* “and shown to us in a preview we were 
so pleased with the pictures and found 
that so much interest had been aroused, 
not only among those persons photo- 
graphed but also among those at the 
main office who had heard about the 
movies, that we decided to include the 
main office —and right then and there 
we started something which took eight 
more weeks to finish. After hours, on 
certain days, our camera man, or 
occasionally Mr. Strobel, would catch 
various officers at their desks and be- 
fore they could voice their protests or 
get camera-shy their picture would be 
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Posting a discount ledger 





“in the box.” Various departments 
followed at intervals and soon we were 
being swamped with requests not to 
overlook this and that department. 
After many weeks we finally got 
around to all of them, not even over- 
looking our night watchman and his 
crew of night cleaners, all of whom were 
caught in action, as well as our four 
day porters who put on a good scene 
firing the furnace. 

During this shooting period of sev- 
eral months, our president, Merle E. 
Robertson, gave a lawn party at his 
home, which was attended by our 
directors and officers. This gave us a 
good opportunity to get some fine 
action pictures of our directors and 
others pitching horseshoes, playing 
table tennis, quenching their thirst, etc. 
Our employees’ club also gave a sum- 
mer outing at one of the golf clubs and 
this afforded countless opportunities 
to film various employees and their 
wives and sweethearts in such activ- 
ities as swimming, diving, playing golf, 
outdoor dancing, and playing soft-ball. 


ened 
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Bookkeepers in action 


From flood scenes and modernization views, the movies turn to 





The pictures of seven or eight of our 
golfers driving off from No. 1 tee in the 
golf tournament were especially good 
and drew many laughs when they were 
run through in slow motion showing 


‘some rather individual ideas on correct 


golfing form. A comedy note was 
injected by running the same scenes 
in reverse, which can be done at any 
time during the showing of the film 
by simply touching the reverse button. 


BY this time we had discovered that 
Mr. Robertson had taken one or two 
hundred feet of film during the worst 
part of the flood, showing rowboats in 
one of our branch lobbies, employees in 
hip boots behind the counters, etc., and 
we decided to incorporate these pictures 
into our film, which now had reached 
the stage where it appeared we might 
have to send to Hollywood to get a 
crew to finish what we had started. 
We began to realize that we were 
going to have enough film to run a 
show of almost fifty minutes, so we 
decided to write a continuity that 
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One subject is camera shy 
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President Merle E. Robertson 


the banking operation 


would co-ordinate the one hundred and 
sixty-five scenes into a running story 
which would depict the history of the 
bank since its founding in 1854 up to 
the present time. 

We proceeded to dig into our 
archives and found many old photo- 
graphs of such scenes as the original 
home of the bank before the Civil War, 
neighborhood locations before our 
branches were established, interior 
views of the bank taken twenty or 
thirty years ago, with some of our 
present officers and employees posing 
behind handle-bar mustaches, present 
dignified vice-presidents, then in short 
pants, and other such scenes. These 
old-time photographs were too good to 
pass up so we had motion pictures 
taken of them so that we could incor- 
porate them in our movie. You can 
imagine the fun when these ancient 
photos of some of our officers appeared 
on the screen, without their having any 
previous knowledge that they were to 
be shown or even remembering that 
the pictures had ever (See page 34) 
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Mr. Clutchiill Pays 
Off Some PrererRRED 


little and glanced down the direc- 

tors’ table of the Ferndale National 
Bank. “I hate to bring this up,” he 
said slowly, “but we’ve got to do 
something about paying off our pre- 
ferred stock.” 

Mr. Spearhawk, leanest of the 
directors, took his thumbs out of his 
vest armholes and let his feet down on 
the floor. “I should say so! And we 
ought to pay it off out of earnings.” 

“Why not let Mr. Spearhawk and 
Mr. McTavish operate that sugar 
house on that attractive farm the 
bank took over?’”’ suggested Director 
Clutchbill, coming out of a reverie 
and pulling himself upright in his chair. 

“Sugar house?” questioned Mr. 
Spearhawk. 

*‘Nice clean business . . . no danger 
to person or pocket book . . . short 
season,” purred Mr. Clutchbill. 

‘“‘Well for the love of Mike! Huh, 
well, what do you say, McTavish?” 
broke out Mr. Spearhawk suddenly. 
‘‘Maybe it would do us good to get 
out into the woods.” 

Mr. McTavish took hold of the idea 
as one does a thistle. “‘Eh, hm-m, 
let’s see,” he hesitated, “‘seems to me 
this farm of the bank’s is located in 
Teardrop Hollow. The rural mail 
carrier up that way has seen several 
bobcats lately, and also saw where a 
bear crossed the road.” 

**Landsakes!” broke out Mr. Clutch- 
bill in disgust, “after living in these 
mountains all these years are you still 
scared of a little bobcat or an old 
bear?” 

“I don’t know but I’m sort of for 
it,” nodded Mr. Spearhawk, ‘All 
you have to do, McTavish, is to sit 
on a fur robe, and keep the pans on 
the arch from boiling over.” 

**Hrerm! well, I don’t mind chancing 
it.” said Mr. McTavish, “on the 
condition you have a telephone line 
run up from the nearest farmhouse. 
When I want a doctor, | want one!” 

“Pll see to that,” nodded Mr. 
Clutchbill, getting up. ‘“There’s a 
line goes to the old farmhouse now. 
I'll have it extended on the trees up to 
the sugar house. And you can’t start 
too soon. The first run is the best.” 


Piittie ana ai Perkins squirmed a 


But not before a strong bearish influence 
threatens to upset completely the bank’s 


plan to turn some very pungently flavored 
maple syrup into cash at a “sweet” profit 


By 
FRED COPELAND 


Cashier, The Randolph National Bank, Randolph, Vermont 


Illustrated by Harold Flucke 





Mr. Clutchbill lifted the receiver. 


‘“‘Aaron,’’ cried Mr. Spearhawk, 
““come quick. McTavish is treed!’’ 


“Well, Spearhawk,” said Mr. Mc- 
Tavish, “Ill get my outfit together 
and meet you here at the bank at 
nine in the morning.” 

‘At last we’re going to make a stab 
at retiring that preferred stock,” 


beamed President Perkins, reaching 
for his hat. 





Upon gaining the street Mr. Clutch- 
bill drifted thoughtfully up to the 
first corner, stopped and peered keenly 
through the window of Oliver B. 
Sputt’s barber shop and pool parlor. 
After a motionless scrutiny through 
the interior smoke screen the old 
director made out dimly the image of a 
villager he was looking for. It was 
Lament Bascomb, rural. mail carrier 
for route 4 at the headwaters of which 
Teardrop Hollow lay like a hammock 
in the clouds. 


Me: Clutchbill went in and sat with 
Mr. Bascomb just out of cue-reach 
of the pool players. 

“Seen much game on your trips 
this winter?” questioned Mr. Clutch- 
bill during a lull in the din of clashing 
pool balls. 

“Oh yes, up in the Hollow.” 

“Big game?” inquired Mr. Clutch- 
bill lightly. 

“Oh, so, so. There’s a gang of about 
twenty bobcats, so they claim, runnin’ 
deer almost every night when the 
weather is clear. Then there’s the 
Mount Horrible bear . . . old critter 
and cunnin’. Lives in a cave over on 
the south ledge.” 

‘“‘None of these critters are really 
dangerous though.” 

““Wa-ll, I wouldn’t want to cross 
"em. A band of twenty bobcats are 
awful unreliable when they’re standin’ 
together. And the old bear, if you 
-had anything he wanted, wouldn’t 


we 
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hesitate a minute about reachin’ 
for it.” 

‘“Hm-m,” said Mr. Clutchbill un- 
easily, “I had no idea there was so 
much game stirring this spring.” 

A week went by with no word from 
Directors Spearhawk and McTavish 
at the Hollow. Sometimes in the 
evening Mr. Clutchbill would look at 
the telephone hanging in the sitting 
room of his cottage, and it would 
seem to turn into a bear’s head and 
grow! softly. 

‘I’m going to call ’em up,” he burst 
out one evening to his ancient sister, 
Marilla. He gave the telephone crank 
a jerk and clapped the receiver over 
his ear. 

*‘See if you can get the sugar house 
up there in Teardrop Holler. It’s 
that new extension that’s just been 
put in.” 

*“Hul-low! !’ sang cheerfully back 
over the wire. 

Mr. Clutchbill’s goatee trembled. 

“Ill be up tomorrow morning. It’s 
Clutchbill . . . understand? Heh?” 
The wire had become dead. Mr. 
Clutchbill hung up. 

Upon nearing the sugar house the 
next morning the old director let out 
a shrill whoop and was rewarded by 


Mr. Spearhawk gazed in alarm at the 
mountain of foam, grabbed a slab of 
fat bacon, and threw it into the froth 





seeing Mr. Spearhawk’s uncombed 
head thrust out of the door. 

“Hello, Aaron! glad you showed 
up. Come right in.” 

As Mr. Clutchbill entered the steam- 
ing twilight of the sugar house Mr. 
McTavish reared up on a fur robe 
spread on a high bunk. 

“IT see it’s boilin’,” said Mr. Clutch- 
bill. 

“Oh, yes, she’s working down fast.” 
Mr. Spearhawk seized a_ dipper, 
plunged it into the great seething 
pan on the arch, held it up and let the 
liquid stream back. “It don’t hair 
none yet.” 

‘“Hm-m, you seem quite homelike 
here. Awful warm though.” 

**Have to keep a hot fire in the arch,” 
explained Mr. Spearhawk opening the 
arch door and thrusting in several 
pieces of four-foot wood. 

“The pan boils over without a mite 
of notice,” complained Mr. McTavish 
as Mr. Clutchbill climbed up beside 
him on the fur robe. “I’m supposed 
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to watch it. You watch it while | 
go out for some air.” 

Mr. McTavish got laboriously down 
and waddled out of the sugar house. 

Mr. Spearhawk also stepped out to 
investigate the amount of sap in the 
reservoir and Mr. Clutchbill nestled 
himself at full length in the bunk. It 
was so warm and mellow with maple 
steam the old gentleman may have 
dozed. When he next looked a great 
balloon of white foam was starting 
for the rafters; the pans were boiling 


over. He let out awiry yell of warning. - 


Almost instantly Mr. Spearhawk 
came through the door like a squirrel, 
gazed in alarm at the mountain of foam 
rising on the pans, grabbed a slab of 
fat bacon and threw it into the froth. 
Mr. Clutchbill contributed a candle 
he had accidentally come across. 


Slowly the foam began to subside. 
“What smells so?’ inquired Mr. 
McTavish, opening the door and peer- 
ing blindly in. 
“She biled over again,” howled Mr. 
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Spearhawk. ‘‘Wouldn’t have thought 
that bacon would have smelled like 
that. What’d you throw in, Aaron?” 

“Only a candle.” 

“That was a bayberry candle I had 
Christmas,” announced Mr. McTavish. 

“Imagine it'll tone up the flavor 
some, judging by the smell,” panted 
Mr. Spearhawk, watching the pans 
suspiciously with another piece of 
bacon in his hand. 

Before Mr. Clutchbill started back 





THE BURROUGHS CLEARING HOUSE—April, 1938 








to Ferndale Village at sunset there had 
been a sugaring-off as evidenced by a 
row of shining cans. beside the 
sugar house. 

Such was the news, together with a 
sample of sugar, the old director gaily 
brought back to Marilla that night. 

‘“That’s the queerest maple sugar I 
ever tasted,” said Marilla. “You 
don’t suppose Mr. Spearhawk tapped 
a few sumach trees by mistake? It’s 
got a bacon smell too.” 





“Oh, no! It’s all pure stuff.” 

Before going to bed that night 
Mr. Clutchbill, as was his habit, 
stepped out on the back veranda to 
examine the weather. He was quite 
surprised to find a warm wind had 
sprung up from the south. Faraway 
noises carried a long distance. It 
felt as though a thaw was coming. 

Sometime around six o’clock in the 
morning the telephone began ring- 
ing Mr. Clutchbill’s call (see page 32) 











Inst nsurance Premium Financing 





EETING the need of insurance 

agents for a medium of financing 
the premiums of clients who wish to 
budget payments over a period of 
months, the Morris Plan Company, 
San Francisco, California, is offering 
a plan at an interest rate of 4% per 
cent a month on the amount financed. 
The plan is designed to handle fire 
and casualty premiums. 

‘“‘What insurance man today does 
not realize the immense advantages of 
offering policies on a monthly pay- 
ment basis?” the bank asks in a folder 
addressed to insurance: agents. ‘““The 
difficulty hitherto has been to find a 
suitable financing institution,” the 
folder adds. 

The plan provides that the insured 
make a down payment of 20 per cent 
of the prémium on a one year policy 
and 15 per cent on those of longer 
terms, plus the finance charge. The 
insured also executes a note, payable 


to the agent for the balance of the 
premium and the policy is issued with 
a “loss payable as security” clause 
attached and a mortgage form where 
the property covered is mortgaged. 
The agent then deposits with the 
Morris Plan the following: (a) the 
policy; (b) the insured’s note endorsed 
by the agent; (c) a premium agreement 
executed by the agent; (d) the mort- 
gagee form, if there is one; (e) the down 
payment and finance charges. If the 
transaction is acceptable, the Morris 
Plan remits the full premium to the 
company writing the insurance and 
notifies the assured at the same time, 
sending him a coupon payment book. 


AN example for an automobile or fire 

policy with a total premium of 
$250 which the insured wishes to pay 
on a ten-month plan is given in the 
folder: Premium, $250. Initial pay- 


ment (20 per cent of premium), $50. 


Amount of note, $200. Finance costs, 
lg per cent per month for ten months 
on amount of note, $10. Down pay- 
ment: Initial payment on premium, 
$50. Plus finance costs, $10. Total 
down payment, $60. Monthly pay- 
ments on note would be $20. First 
payment one month after date of 
note. (When balance of note does 
not divide evenly for the number of 
months, add odd cents to the first 
payment of the note.) 

The Morris Plan in urging insurance 
agents to make use of this service 
stresses that it will tend to cut down 
cancellations. Both the agent and 
the Morris Plan are protected to a 
considerable degree by the fact that 
only cancellable policies with a 
definite return premium are handled 
in this way. Hence, in the case of a 
lapsed payment, the collateral (the 
insurance policy) can be turned into 
cash. 








WHY MORRIS PLAN IS THE RIGHT 
TO FINANCE INSURAN 
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What insurance man today does not realize 
the immense advantage of offering policies 
on a monthly peyment basis? The difficulty 
hitherto has been to find a suitable financing 
institution. 


Such an institution must enjoy recognized 
standing in order to hold the confidence of 
your customers. It must have proper facili 
ties for handling monthly payments, so as 
to relieve you of all collection worries. And 
it must have no insurance connections 
which might endanger your renewals. 


MORRIS PLAN'S QUALIFICATIONS 
The Morris Plan name has earned nation- 
wide recognition over @ period of twenty- 
two years. The Morris Plan Company of San 
Francisco is, itself, » sixteen-year-old insti- 
tution with resources in excess of three and 
three-quarters millions. 


Our ability to relieve you of all monthly 
payment Heeti ts d. We 
make fifteen thousand loans a yer, repay- 
able through such monthly payments. On 
the average, 99.75%, of these loans are 
repaid in full. At the same time, 75°, of our 
new customers come to us through old cus- 








tomers. We believe these two facts should 
give sufficient proof both of the efficiency 
end courtesy of our collection methods. 

Finally, your renewals are 100°/, safe here. 
No insurance company, agent or broker is 
an agent of Morris Plan for any purpose. 


FINANCING METHOD 
Morris Plan is prepared to finance on a 
monthly payment basis any cancellable 
policy having a definite return premium. 


all forms and all monthly payments are 
made direct to us by the insured. These 
payments may be spread over periods from 
six to eighteen months, depending on the 
term of the policy. And, for out of town 
business, the entire transaction can be 
carried out by mail. 


The following outline shows the simple steps 
required ender er Gam (1) Have premium 

d in od, i 4 and give 
the emured the blue copy. (2) Collect finance 
cost plus 20°, of the premium on | year, 








snk ac Rgile tail ah dawn: jagieal. 
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sary): {e} down payment of 20%, plus finence 
costs. 


When the transaction is accepted, we notify 
the assured, and send him a payment 
coupon book. Usual daily report, of course, 
should be forwarded fo the Insurance Com- 
pany. We remit gross premium direct to 
company. 

NOTE: We reserve the right to change this 
procedure without notice. 


The illustration above shows four pages of a folder issued by the Morris Plan Company, San Francisco, on 
insurance premium financing. The folder is addressed to insurance agents 





when so many people seem to need every 
available dollar of cath, the ability to offer 
insurance on our sound, convenient, inex- 
pensive monthly payment basis gives you a 
big advantage. It helps you write more new 
business . . . write bigger policies . . . and 
cut down cancellations. Let's get together, 


today, either at your office or ours. 


EXAMPLE 
Automobile or fire policy, with a total 
premium of $250 which insured wishes to 
pay on a !0-month plan: 





Premium ‘ $250.00 
initial payment (20% of premium) 50.00 
Amount of note PS . $200.90 
% per ‘month for 
months on amount of ane < $10.00 
loaned paieanhobipitialich $80.00 
Plus finance costs 10.00 
TOTAL DOWN PAYMENT. $60.00 


Monthly payments on note would be $20.00. 
First payment one month after dete of note. 





cents to the first payment on the note. 
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-|Courrt DEcisions.... 


Recent rulings reveal the 


importance of careful handling of 


accounts receivable loans, insurance transactions, and loans 
to supposed partnerships . . . Status of time extension policies 


Accounts Receivable 


Banks making loans to business 
houses on the security of accounts 
receivable owned by the borrowers run 
a risk of being unable to collect out of 
the accounts, unless assignment of 
the accounts receivable is made strictly 
in accordance with legal requirements. 

In a recent case a lumber company 
made a loan on the security of its 
accounts receivable, and upon an oral 
agreement that the loan would be 
repaid out of the collections from the 
accounts receivable. The lumber com- 
pany went into bankruptcy before the 
loan was paid, and the lender at- 
tempted to get control of the accounts 
receivable, but this was not permitted 
by the bankruptcy court. 

In the opinion of the United States 
Circuit Court of Appeals for the Fourth 
Circuit, which passed on this case: 

“The accounts receivable on the 
ledger sheets were not marked with 
the name of the claimant, nor was 
there any other writing indicating 
that they had been assigned to the 
claimant. The debtors were not noti- 
fied that the accounts had been as- 
signed, and no other attempt was 


By 
CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


made to restrict or limit the control 
of the lumber company over the 
accounts or the proceeds thereof. 
“There was no valid assignment of 
these accounts receivable. No particu- 
lar phraseology is required to effect 
an assignment, and it may be either 
in oral or written form; but the intent 
to vest in the assignee a present right 
in the thing assigned must be mani- 
fested by some oral or written word or 
by some conduct signifying a relin- 
quishment of control by the assignor 
and an appropriation to the assignee.” 
To be secure in making a loan on 
accounts receivable, a bank should 
take control of the accounts as soon as 
the loan is made. Otherwise, the 
borrower may collect the accounts and 
pay over the proceeds, but there is 
always the risk of bankruptcy and 
attacks by other creditors of the bor- 


rower. (Lone Star Cement Corpora- 
tion vs. Swartwout, 93 Federal Re- 
porter, Second Series, 767.) 


Insurance Liability 


That a bank may become financially 
liable in connection with matters 
incidental to loans and other banking 
transactions, is apparent from a recent 
Virginia case. 

There, the customer of a bank made 
a loan for the purpose of building a 
house. The bank’s cashier with whom 
the borrower dealt stated that fire 
insurance on the house would be 
necessary and assured the borrower 
that proper fire insurance would be 
placed on the house through the bank. 
Later the house was burned down, and 
it then developed that the fire insur- 
ance which had been placed by the 
bank was considerably less than the 
value of the house. 

The borrower then sued the bank 
for the difference between the amount 
of the fire insurance which had been 
placed on the house and the loss which 
the borrower had actually suffered 
through the fire. 

The jury which tried the (See page 35) 
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of PICTURES 





F. W. VAN ANTWERP .. . General chairman in charge of 
arrangements for the A. B. A. regional conference held March 
17-18 at Indianapolis, and attended by bank executives from 
twelve neighboring states. Mr. Van Antwerp, president of the 
First Bank & Trust Company, South Bend, Indiana, is also 
president of the Indiana Bankers Association. 


NED HOLMAN .. . Chairman of the executive committee 
on arrangements for the A. B. A. regional conference held March 
24-25 at Oklahoma City, Okla. Mr. Holman is president of the 
Liberty National Bank in Oklahoma City and chairman of the 
Oklahoma City Clearing House Association. 


WALTER W. SMITH... President of the First National 
Bank in St. Louis, has been re-elected president of the Advisory 
Council to the Board of Governors, Federal Reserve System, for 
the seventh consecutive year. Mr. Smith was first elected to 
the Council in 1928, was chosen vice-president in 1930, and was 
named president in 1931, to which position he has been re-elected 
annually. 


D. H. GRISWOLD .. . New president of the American Trust 
& Banking Company, of Chattanooga, Tenn. He succeeds Mr. 
E. Y. Chapin, who was made chairman of the board. Mr. 
Griswold started with the American Trust when it was organized 
January 15, 1912, in the position of cashier. In 1925 he was 
elected vice-president and held that post until his recent pro- 
motion. 


JOHN S. COLEMAN ... Recently was elected president of 
the Birmingham Trust & Savings Company, Birmingham, Ala., 
succeeding Mr. Walter E. Henley who was advanced to chairman 
of the board. The bank also comes in for a share of recognition 
as having passed the half-century mark of growth and entered 
into a new period of progress. 


FRED T. ELSEY .. . President of the American Trust 
Company, San Francisco, Calif., and one of the most prominent 
bankers on the Pacific Coast, died February 28 from a heart 
attack. The son of Gold Rush pioneers, Mr. Elsey was connected 
with a firm which developed the largest single gold, silver and 
copper mines in America. He became a director of American 
Trust Company in 1923 and was elected president in 1929. 


JAMES K. LOCHEAD .. . Former senior vice-president 
of the American Trust Company, San Francisco, who succeeds 
the late Mr. Elsey as president. Mr. Lochead became a vice- 
president of the bank in 1927 and a director in 1929. Mr. C. O. 
G. Miller, president of the Pacific Lighting Corporation, has 
been elected chairman of the bank's executive committee, a post 
formerly held by Mr. Elsey. 





JAMES K. LOCHEAD 
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. . CANADIAN 


BANKING . . 








By JAMES MONTAGNES 


Change Urged in 
Bank Taxation 


When Canada’s chartered banks 
were recently given an opportunity 
to tell the Royal Commission on 
Dominion-Provincial Relations their 
views on taxation, S. G. Dobson, 
president of the Canadian Bankers’ 
Association, intimated that banks 
would prefer paying taxes to one 
centralized body in preference to a 
multitude of present taxes to the 
Dominion, the provinces and the 
municipalities in which they do busi- 
ness. 

Canada’s bank taxes, like other 
taxes, have gone up in recent years. 
In 1937 bank profits were 24 per cent 
lower than in 1930, but bank taxes 
were 13 per cent higher. Since 1926 
when banks paid $6,244,000 in taxes 
the levies had increased to $8,521,000 
in 1937. Provincial taxes alone had 
increased 39 per cent, though since 
1930 the number of bank branches 
had been cut by 740, or 18 per cent. 
Last year taxes paid by the banks to 
all taxing authorities amounted to 
29.7 per cent of bank profits. 

Bank taxation in Canada differs 
from that in Great Britain and in the 
United States. In England, it was 
stated, the banks are subject to no 
special taxes to the central govern- 
ment, but pay income tax on exactly 
the same basis as other corporations. 
To municipalities they pay only prop- 
erty taxes. In the United States 
national banks pay income taxes to 
the Federal Government, and _ to 
states only such taxes as are levied 
under specific authority of the United 
States to the states, with rates no 
higher than those against other cor- 
porations. 

But in Canada, as the bankers 
pointed out to the commission headed 
by Hon. Newton W. Rowell, chief 
justice of Ontario, banks pay an 
income tax and a note circulation tax 
to the Federal Government, and varied 
taxes to the provinces and munici- 
palities. These taxes show no uni- 
formity as between provinces, and the 
provinces themselves have not pro- 
vided for uniformity of municipal 
taxation. 

Taxes on capital have been growing 
in various provinces. In Alberta at 
the beginning of 1937 banks paid 
$73,564 in provincial taxes. The 
provincial legislature added a tax of 
one-tenth of 1 per cent on paid up 
capital, adding $140,000 on the. bank 


tax bill. Later in the year the prov- 
ince tried to add to this tax burden 
another levy of one-half of 1 per cent 


‘on capital, plus 1 per cent on reserves 


and undivided profits, to bring to the 
treasury $2,080,000. Commenting on 
this provincial tax increase Mr. Dobson 
said that “‘the chartered banks are 
prepared to meet all reasonable levies 
on them, provided they are not out of 
line with taxes paid by other corpora- 
tions and provided they are not so 
onerous that they must be passed on 
to their customers.” 

Canadian banks are of the opinion 
“that the British principle should 
apply in respect of bank taxation and 
that the banks should be taxed only 
as ordinary corporations, also that the 
many different forms of municipal 
taxes to which the banks are subject 
in the various provinces should be 
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simplified and made uniform with those 
paid by other corporations to the 
municipalities.” 


Good Will 
Advertising 


The Chartered Banks of Canada 
began a series of newspaper advertise- 
ments on February 28 to build good 
will among the Canadian public. The 
first advertisement was _ entitled 
“Canadian Chartered Banks Value 
Your Good Will” and emphasized the 
fact that bankers are very much hu- 
man beings and are not hard to ap- 
proach. The advertisements did not 
appear as coming from any one bank, 
and were not signed as coming from 
the Canadian Bankers’ Association 
who prepared the series, but were 
signed plainly ““The Chartered Banks 
of Canada.” 


Data on Canadian 
Business Conditions 


United States bankers and industrial 
executives who wish to keep posted on 
business conditions in Canada _ will 
find of value the Bank of Nova Scotia’s 
new monthly Cumulative Index of 
Business in Canada; the monthly 





Above: Architect’s drawing of the Bank of Canada’s new head office nearing 
completion at Ottawa. Below: To service mining camps like these, the 
Canadian Bank of Commerce has opened the country’s most remote branch 
bank on Yellow Knife River, in the North West Territories below the Arctic Circle 
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Commercial Letter issued by the 
Canadian Bank of Commerce; the 
Bank of Nova Scotia’s Monthly Re- 
view; the monthly Business Summary 
of the Bank of Montreal; and the 
monthly business review of the Royal 
Bank of Canada. While these reviews 
deal principally with Canadian busi- 
ness they also include business condi- 
tions throughout the world. Devoted 
to the West Indies and South America 
is the Royal Bank’s monthly Business 
Conditions in Latin America and the 
West Indies. 


Bank Opens 
Remotest Branch 


What is probably the most isolated 
of all bank branches was recently 
opened on the Yellow Knife River 
which flows into the north shore of 
Great Slave Lake in Canada’s North 
West Territories, not far south of the 


Street 


AN FRANCISCO banks have found 
street car cards an effective means 

of calling attention to popular banking 
services, and a number of Golden Gate 
institutions use this medium exten- 
sively as an integral part of their 
advertising. ‘They consider it espe- 
cially valuable in the case of small 
loan or savings department promotion. 
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Arctic Circle. The Canadian Bank of 
Commerce has the distinction of open- 
ing the first branch in the North West 
Territories, an area opened to gold 
mining by the airplane. The staff 
headed by D. T. Munroe, flew in from 
the nearest city, Edmonton, nearly 
1,000 miles to the south. 


Bank Governor 
Issues Credit Caution 


Graham Towers, governor of the 
Bank of Canada, at the third annual 
meeting of this bank for chartered 
banks and governments in Ottawa, 
urged the continued use of caution in 
giving credit as a means of preventing 
financial catastrophe arising from stock 
market operations. Mr. Towers indi- 
cated that business activity in Canada 
during the first half of 1938 might not 
equal that of 1937 during the similar 


period, but that interest should be 
directed to the probable course of 
events later in the year. A satisfactory 
crop in western Canada would repre- 
sent a distinct gain over 1937. 


Canadian Banks Have 
50,000 Shareholders 


The report which Finance Minister 
C. A. Dunning tabled in Parliament 
recently contained a statement that 
more than 50,000 people and estates 
scattered throughout the world owned 


shares in Canada’s ten chartered 
banks. The combined shares totaled 
1,455,000, with the Royal Bank’s 
350,000 shares held by 12,380 in- 


vestors, and the Canadian Bank of 
Commerce’s 300,000 shares owned by 
12,054 investors. The report listed 
every shareholder from the smallest 
to the largest. 











Ca ar , Advertising 





A number of examples are shown 
below. 

Thus the Wells Fargo Bank & Union 
Trust Company continues to em- 
phasize as it has for several years its 
“Buy $1,000 Plan,” designed to pro- 
mote systematic saving. The Crocker 
First National Bank carries forward a 
series under the caption, “Savers Get 
What They Want.” This copy is 
strengthened by illustrations depicting 
desirable luxuries that can be obtained 
by saving. 

The Bank of America’s street car 
advertising stresses ‘““Timeplan” bank 
credit as applied to auto financing, etc., 
and the layouts often are miniatures 
of the bank’s billboard presentations. 
Displays by the American Trust Com- 








To Buy, Build and Remodel HOMES 
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San Francisco banks use street car cards as an effective advertising medium 
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Me X. Well, wy savings accourt’s down wo $10 again. 
Me. ¥. Mine used to be chat way, mo— up and down ail the time. Now 
_ MED want to cake any money out, I've got eo take ix all, 
%, Whar kind of savings sccounr is that? 
OY, ‘The $2000 Plan at Wells Parga. 
How does it work? 


ghd sty $462 every week and I'm over the $600 mark now. nd od chi 
that any time f want . . . bet I can't nibble ot ik Plan and have $i 


Wells Fargo Bank & Union Trust Py 


@# Market 





pany feature the low cost of FHA- 
approved loans to buy, build or 
remodel homes. The Anglo California 
National Bank calls attention to the 
special plan for salaried employees 
developed by its personal loan depart- 
ment. 

Most of the banks change their 
cards every thirty or sixty days. 


Bank of America auto financing 


is first choice in California 
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THE TRAVELERS 


L. EDMUND ZACHER, President 


CONNECTICUT 


December 31, 1937 


THE TRAVELERS INSURANCE COMPANY 


(Seventy-fourth Annual Statement) 




































































ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds $365 , 883,510.75 Life Insurance Reserves $784 .893 059.57 
us. Government Guaranteed Bonds 6,896,650 .00 Retidet end ‘elt. ieee 
Other Public Bonds are 79 ,090 ,498 .00 
Reserves ‘ : 10,590,627 .98 
Railroad Bonds and Stocks = 55,239 ,965 .00 
Public Utility Bonds and Stocks 71 594,059.00 Workmen's Compensation and Lia- 
Other Bonds and Stocks 45 586,199.00 bility Insurance Reserves 56 , 320,794.35 
First Mortgage Loans 57 644,496.39 Reserves for Taxes ae ar 4,150,443 .96 
oo eas Office ao oan oo = Other Reserves and Liabilities gt. 2,429 887 .62 
ea state—Other > : ‘ : 
— on Company’s policies 120 ,978 ,897 .40 Re I S/088 ,558:69 
ash on hand and in Banks . 15,049 799.57 : 
Interest accrued : 6,134,233 .44 Capital . . $20 ,000 ,000. 00 
Premiums due and deferred 28 ,925 690.76 Surplus 4 28 057,816.39 
All Other Assets 556,093 .12 48 ,057 ,816.39 
*TOTAL $914 ,463 947 .93 TOTAL $914 463 , 947 .93 
THE TRAVELERS INDEMNITY COMPANY 
(Thirty-second Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds $8 ,623 .130.00 Unearned Premium and _ Claim 
Other Public Bonds 1,952 .653 .00 Reserves .. Gi s&s we $8 639 599.39 
Railroad Bonds and Stocks 1,165 ,664.00 Reserves for Taxes — aa 359 561.57 
Public Utility Bonds and Stocks 1,197 566.00 Other Reserves and Liabilities Bry 8 556,190.84 
Other Bonds and Stocks 11,100,415 .00 Special Reserve . .... . 6,654 ,688 .48 
Cash on hand and in Banks . 465 ,683 .02 Capital ear’ $3 , 000 , 000 .00 
Premiums in Course of Collection 1,842 985.16 Surplus a 7,227, 780.32 
Interest accrued 89,724.42 10,227.780.32 
*TOTAL $26 ,437 ,820.60 TOTAL $26 ,437 , 820.60 
THE TRAVELERS FIRE INSURANCE COMPANY 
(Fourteenth Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds $14, 100,564.00 Unearned Premium and _ Claim 
Other Public Bonds PALE 500 , 390.00 Reserves : ~ .« « « « “§8@,080;612:67 
Railroad Bonds and Stocks : 888 ,924 .00 Reserves for Taxes ? ae 535,295 .29 
Public Utility Bonds and Stocks 2,404,548 .00 Other Reserves and Liabilities . 116,330.80 
— Bonds and Stocks a 2,927 ,822 .00 Special Reserve .. ee 2,309 , 362.81 
ash on hand and in Banks . 1,906 373.50 : 
Premiums in Course of Collection 1,681,496.60 | Sapa: $2,000,000 00 
Interest accrued 124,927 .34 rm : : : 
All Other Assets 21,059 .46 7,514, 303.33 
*TOTAL $24 556,104.90 TOTAL $24 556,104.90 
THE CHARTER OAK FIRE INSURANCE COMPANY 
(Third Annual Statement) 
ASSETS RESERVES AND ALL OTHER LIABILITIES 
United States Government Bonds $1 ,001 ,595 .00 Reserves for Taxes... . $ 3,606.75 
Cash on hand and in Banks . 256,424.72 Capital vs $500 , 000. 00 
Surplus EP 759 , 769.75 
Interest accrued 5,356.78 
1,259, 769.75 
*TOTAL $1 , 263,376.50 TOTAL $1 , 263 ,376.50 











*Assets include securities deposited with State and other authorities, as required by law: 


The Travelers Insurance Company $21,231,419.00; The Travelers Indemnity Company $1,210,957.00; The Travelers Fire Insurance 
Company $640,194.00; The Charter Oak Fire Insurance Company $299,006.00. 


ALL FORMS OF LIFE, CASUALTY AND FIRE INSURANCE 
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STRENGTH 


Isn’t Always 
a Matter of Size 






A one-inch wire rope is many 
times stronger than a fiber 
rope twice its size. Certain 
“pocket” battleships are re- 
puted to be the fighting 
equals of ships displacing 
more than twice the tonnage. 
Ants are known to pull ob- 
jects bigger and heavier, by 
far, than themselves. 


Size, alone, is seldom an 
accurate index of strength. 


So it is with fire insur- 
ance companies. Some are 
larger than others, but not 
necessarily stronger. The 
truth of the matter is: in 
terms of loss-paying power, 
many small and medium- 
sized companies offer un- 
usually strong protection. 


How, then, can you deter- 
mine the strength of an indi- 
vidual company? By the re- 
lation of its surplus to its 
liabilities; and by the margin 
between its premium income 
and its losses and expenses. 


The Mill Owners Mutual 
is not a “big” company al- 
though it operates in 42 
states and Canada. But, in 
terms of loss-paying power, 
it is recognized as one of the 
strongest fire insurance com- 
panies in America. 


Your local Mill Owners 
agent is well qualified to give 


you complete information. 


Present Rate of Dividend, 25% 


All Policies Non-Assessable 






MILL OWNERS 
Viulunl 


FIRE INSURANCE CO. OF IOWA 


Des Moines, lowa 


Fire—Windstorm—Allied Coverages 
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BOOKLETS 


for BANKS 








Hamilton, Ont, 


New Booklets 


70TH ANNIVERSARY A unique 
pictorial record in booklet form of the 
development of Chicago and one of its 
institutions—the Live Stock National Bank. 
This booklet photographically contrasts civic 
and industrial high spots of seventy years ago 
and today. Several rare photographs of early 
scenes are published for the first time. 


THE STAMP RACKET ...A survey reveal- 
ing the widespread traffic in counterfeit, 
stolen and washed stamps, presented in a 
well-illustrated 32-page brochure. Also in- 
formation on how postage losses from such 
rackets can be prevented, and more efficient 
mail handling obtained. A supplement tells 
how a North Carolina bank saves $1,680 
yearly by proper postage control. Because 
of the methods disclosed in this survey, it is 
available only to bank officers and business 
executives. 


CAN I MAKE A LIVING AS A LIFE 
INSURANCE REPRESENTATIVE? . 

A good booklet to pass on to some capable 
young fellow who’s looking for a job or who 
hasn’t decided just what he wants to do, 
or a responsible older man who hasn’t found 
his right place in life. 


Booklets Still Available 


FINANCING THE MODERN WAY... 
This 32-page illustrated booklet answers many 
current questions about field warehousing. 
Contains a list of products suitable for ware- 
housing, discusses the Uniform Warehouse 
Receipts Act, gives court decisions on the 
validity of field warehousing, and lists typical 
examples of the warehousing operation. 


SMALL HOME PLAN ...A timely, adapta- 
ble plan for promoting the construction of 
low-priced homes, through co-ordinating 
isolated activities into a united local pro- 
gram. The plan presents a definite six-point 
campaign for informing the public how much 
their housing dollars will buy, and the liberal 
financing terms available. 


REDUCE THE WASTE LINE IN HEAT- 
ING YOUR HOME ... An 18-page adver- 
tising folder describing and illustrating a new 








heating principle by which waste heat, which 
ordinarly goes up the chimney, is distributed 
within the home. 


Free copies of the booklets listed below can be obtained by mailing re- 
quests on your letterhead to The Editor, The Burroughs Clearing 
House, Second Boulevard and Burroughs Avenue, Detroit, Michigan 


PROPERTY INSURANCE DIGEST... 
A 16-page booklet which explains the more 
important forms of property insurance such 
as fire, windstorm, hail, explosion, riot, rent 
and rental value, leasehold, business interrup- 
tion, water damage, demolition, earthquake, 
etc. Also gives valuable information on 
special clauses that may be inserted in 
policies. 


AN EXPOSITION OF CREDIT INSUR- 
ANCE WITH RELATION TO COMMER- 
CIAL BANKING .. . Benefits of credit 
insurance on accounts receivable in protecting 
bank loans are discussed, both from the 
standpoint of borrower and lender, in this 
advertising’ booklet. 


TURNING LEAD INTO GOLD ... Is the 
title of an interesting booklet which points 
to a little reckoned source of savings through 
the substitution of mechanical pencils for 
those of the wooden variety. The manu- 
facturer claims that one large bank saves at 
least $1,000 per year for each 1,000 employees 
through the elimination of wood pencils. 


LOBBY DEPOSITORY ... A new con- 
venience to depositors, designed to eliminate 
long window lines during rush hours, is 
provided by an attractive deposit box now 
being manufactured for banks. An adver- 
tising folder illustrates the depository and 
explains how it operates in conjunction with 
a patented deposit envelope. 


ANNUAL BOND MARKET FORECAST 

. . A look into the financial future by a 
recognized bond advisory service. An eight- 
page analysis of business prospects ahead, 
together with definite bond market recom- 
mendations for 1938. 


Timely New Housing Booklets 


NATIONAL SMALL HOMES DEMON- 
STRATION . A folder describing a 
“laboratory community,”’ consisting of eight 
low-cost homes being constructed near 
Washington, D. C., by the lumber industry 
to demonstrate how good living can _ be 
provided at lower than average cost. 


WHY PEOPLE LIKE CONCRETE 
HOMES... The real estate or mortgage 
departments of every bank should have a 
copy of this informative booklet, which 
describes advantages of concrete home con- 
struction for permanence, protection, com- 
fort, low upkeep cost and high resale value. 
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No one better appreciates the importance of 








La Monte Safety Papers from the standpoint of ad- 








vertising value, prestige building and protection 








against forgery by alteration or counterfeiting than 








the men who are responsible for the plans and 








policies of American business. » » » » » » 








GEORGE LA MONTE & SON 


La Monte Safety Papers are used by outstanding business 
institutions from coast to coast including more than 75% 
of the nation’s largest banks. 


Nutley .... . . New Jersey 
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The Factor speaks: 


In China no structure 
of until 
very recently, was built 
without consulting a 
geomancer — or, 
they call him in 
Chinese, Fung Sui Seu 
' Sang. The geomancer 
decides precisely the 
location of the building, the soil upon which 
its foundations shall rest, and the point of 
the compass that it shall face. To reach these 
conclusions he has recourse to elaborate 
paraphernalia, the chance disposal of which 
determines his findings. Modern engineering 
methods substitute scientific knowledge for 
chance and guess-work. In like manner the 
modern Factor, with his intimate knowledge 
of credits backed by his own experience and 
financial responsibility, eliminates guess- 
work from the medium-sized business by 


importance, 


as 





absorbing credit losses and re-enforcing cash 
working funds. He does this without expan- 
sion of capital structure, division of control, 
or interference with management. 


“THE FACTOR’ on request. 


James Talcott, Inc. 


225 Fourth Ave. i New York City 


ea 1854. 1938 in 





ello, 
Old Man! 


You're not old, of course. It’s 

just an affectionate term used 

by your good friends—and 

lI) you like to hear them say it. 

'| We, too, are flattered when people refer 
to “‘the old Parker House’. In point of 
fact, we’re the most modern hotel in 
Boston, but we like the expression be- 
cause it recalls the glorious history of this 
famous hostelry, which for two genera- 
tions has provided guests with comfort- 
able shelter and good food. The new 
Parker House offers every modern im- 
provement... bath, shower, circulating 
ice-water and radio in every room, the 
choicest in cuisine, accommodations 
and location... but it will always be 
“the old Parker House”’ to its friends. 
We want it so. 





Single rooms from $3.50 


Glenwood J. Sherrard => ¥ Bt 4 

President & Managing Director \e2 \ 
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TREMONT ANDO SCHOOL STREETS 
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Serving Your Public 


(From page 9) eager to work with indus- 
trial customers, and to give them 
complete banking service. And the 
assurance of adequate banking facilities 
is something that carries weight with 
every prospect worth bringing to town. 

Because our old neighbors have 
seen the importance that out-of-town 
firms attach to the local banking 
set-up, and because our new neighbors 
have had the local banks brought to 
their attention while they were making 
up their minds to settle among us, a 
good deal of progress has been made 
thereby. We are, as you know, 
greatly interested in establishing in the 
public consciousness an awareness of 
the significance of the banks to the 
people. The way the local banks have 
fitted into the local industrial picture 
has been of great assistance to us in 


| developing this good will. 


| 


Moreover, we do our best to develop 
among the farmers a recognition that 
here is a good bank, willing to lend 
money to any farmer who can estab- 
lish his credit and convince us that the 
loan will make him money. This, 
incidentally, is part of our platform, 
that we do not want to provide a 
service —no matter how immediately 
profitable to the bank—unless it will 
be profitable to the customer. The 
policy unquestionably loses us a good 
many loans which we might make, and 
collect if the customer did not go 
broke before maturity; also, it stirs up 
occasional resentment from a loan 
applicant who will not be argued 
around to our view of the enterprise 


he wants to undertake with the pro- 
ceeds of the loan. But especially in 
the country it is a good will builder 
over the years. The farmer who is 
kept from some over-optimistic com- 
mitment by the bank’s unwillingness 
to help him along the road to folly 
may not like it at the moment, but a 
few months or a few years later he 
generally comes around and thanks us. 

Do I hear the readers of this article 
saying, as they approach its ending, 
“But he isn’t doing a thing in his bank 
that we aren’t doing in ours?” It 
would not be a surprising reaction, for 
at the beginning I disclaimed for us 
any idea that we are doing anything 
very unusual. 

This is not, as has already been 
pointed out, any clarion call to battle 
in an emergency. There is no spec- 
tacular need for anybody in banking to 
start in tomorrow to build public 
knowledge of his bank, and add to its 
good will. 

The point is, of course, that at 
some future time—which is at this 
moment unpredictable—every bank 
will probably need the confidence and 
the affection of the folks in its com- 
munity. The banker who keeps this 
in mind, who guides his activities and 
his advertising always in this general 
direction, will probably develop the 
good will that he is pointing for. The 
banker who does not consciously 
develop the proper acceptance and 
esteem for his bank will never miss it 
until he needs it urgently. Then it 
will be too late. 


New Momentum for Home Building 


(From page 12) than they now have are 
considerable. Stillin the test-out stage, 
it shows indications of becoming a 
real success. In its booklet outlining 
the plan the board states: 

‘““Mortgage money holds the key to 
better building. Without mortgage 
money there can be no construction. 
The principle that those who lend 
money upon the security of residential 
buildings should control the structural 
quality of those buildings is now quite 
generally endorsed. But something 
more than the mere endorsement of a 
principle is needed to correct the evils 
and overcome the weaknesses of the 
present system of home _ building. 
Lenders hold the key to better con- 
struction. Will they begin to turn it?” 

The board undertakes assistance in 
making the needed technical services 
available through organized archi- 
tectural groups, through providing an 
operating guide containing complete 
procedure and forms, through contact 


In writing to advertisers please mention The Burroughs Clearing House 


with member institutions to explain 
the plan and its promotion, through 
serving as a clearing house for promo- 
tional material and ideas, through a 
plan for identifying the service na- 
tionally and registering homes built 
under the plan. 

The architects of the community fit 
into the picture through local organiza- 
tion to provide a modified advisory and 
construction supervisory service on 
homes of moderate price. Their part 
is based on the obvious fact that people 
who build small homes cannot afford 
the cost of full individual architectural 
service, and therefore a way must be 
found to provide a limited service at 
prices which they can pay —this for 
the benefit of the architects as well as 
of the home builders. Under the plan, 
architects provide a portfolio of proved 
home designs suitable to the locality, 
provide specification of materials, esti- 
mates of construction cost, and 
detailed working drawings. They pro- 
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| “No more 
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nightwork...since we got the PM.” 


The end of the month is not the mad 
scramble it used to be in this bank—when 
the bookkeepers worked all day and the 
mailroom worked all night to get off the 
monthly statements! 

Because in this bank the Postage Meter 
has displaced hand sealing, stamp sticking 
and postage problems! Now thousands of 
statements go out in a few hours, without 
extra help. 

And even small banks find the Postage 
Meter invaluable for peak mailings. Says 
one New England banker: “We have one 
of your larger models, a pretty big machine 
for a small bank like ours. A smaller one 
might do us most of the month, but when 
the statements have to go out, the machine 
is invaluable!” 

The Postage Meter does away with the 
old-fashioned sticky stamp. Your postage 
is kept safe in the Meter, set and sealed by 


the postoffice. The Meter imprints a meter 
stamp, a postmark, and an advertising 
slogan on your bank mail, and seals the 
envelopes simultaneously. It prints meter 
stamps on special tape for parcel post or 
package mailing. The Meter shows, on al- 
ways visible dials, the amount of postage 
on hand, amount used, pieces mailed— 
makes postage accounting easy, postage 
control positive. And prevents loss, mis- 
use or theft of postage—usually shows a 
postage savings. Metered Mail does not 
need to be faced, postmarked or cancelled 
at the postoffice—gets through faster, 


makes earlier trains. 
oo. oe 


Models for every bank, large or small. 
Ask for a FREE Demonstration on your 
own mail—and see why progressive banks 
everywhere now use Metered Mail. 


PITNEY cecrsts i BOWES 


THE POSTAGE METER CO. 


777 Pacific Street, Stamford, Conn. 


Branches in principal cities + 





Consult your telephone directory 




















































CHANGEPOINT 
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\ Fountain Cems 
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Simplified Writing Equipment 


Banks, Business and Industry 


@ SIMPLE—The pens have only 
three parts . . . no assem- 
blies to replace . . . no tools 
required. 

@ PRACTICAL—Nothing to get 
out of order . . . no soft rub- 
ber or mechanical parts .. . 
no maintenance. 

@ ECONOMICAL—Low initial 
cost... no depreciation... 
no ink evaporation...soon pay 
for themselves in savings on 
points, ink, blotters and time. 

@ ADAPTABLE — Merely 
change the point to suit the 
purpose . . . bookkeeping, 
carbon copies, shorthand, 
letter writing or signatures, 
... 7 Styles of Stainless Steel 
CHANGEPOINTS available. 

@ DURABLE—No delicate parts 
to break . . . guaranteed for 
10 years, points excepted. 

@ MODERN—No lost mo- 
tion dipping and blot- 
ting . . . feeds just 
enough ink ... no 
surplus... writes 
a uniform 
shade ...writ- 
ing dries 


instantly. 











7 £ | Large ink capac- 
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2 


frequent filling. 


Point and taper- 
ed feed held fric- 


tionally in barrel. 





Barrel air seals 
here keeping 
point moist for 
instant use. 


Pen and socket 
are removable as 
a unit for placing 
in drawer. 



























































Further Information and Data on Request 


W.K. KERR PEN COMPANY 


Tulsa, Oklahoma 


PAPER CUTTING 
MACHINES 


All sizes and types, ranging from 16-inch 




































































bench lever cutter to massive 36-inch power 








cutter. For all paper cutting requirements. 


THE CHALLENGE MACH. CO. 


GRAND HAVEN, MICHIGAN 
CHICAGO NEW YORK 


17-19 E. Hubbard St 200 Hudson St 















































Besides its circulation in United States 
and Canada, The Burroughs Clearing House has 
a wide distribution in 61 other countries. 
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vide consultations with the owner to 
select proper design and floor plan, they 
inspect the lot for suitability of the 
design, help locate the house on the 
lot, report back to the lender on this 
point. They qualify the contractors 
and take the bids. They protect the 
owner’s interests in executing con- 
struction contracts. And they give 
periodic —as contrasted with continu- 
ous —supervision of construction work, 
with reports to the owner and to the 
lending institution. Moreover, if it de- 
velops that the owner wants more com- 
plete service than the plan otherwise 
provides, easily he is in touch with 
architectural assistance through the 
plan and can retain full architectural 
service. 

To the builder of integrity, it affords 
assistance through its accepting him to 
build under the plan, and it helps him 
assure the owner a satisfactory job by 
reason of the planning, the supervision, 
and the psychological factor that the 
owner is unlikely to doubt the good 
faith of a supervised builder. To the 
owner the advantages are obvious. To 
the lending institution, comes the ad- 
vantage of security in the form of 
homes of assured design and construc- 
tion. To obtain this advantage, the 
institution helps in local promotion, 


| meeting and interviewing the people 


who wish to build, following them up, 
lending to builders, and an amount of 
leadership through introducing the 
plan locally. 


‘THE farthest development of the 

plan at this writing is, oddly enough, 
in a community where it is not offi- 
cially in effect. The local situation in 
Memphis includes a very small mem- 
bership in the Home Loan Bank Sys- 
tem. Therefore, it has been thought 
best by Memphis authorities to pro- 
ceed independently, rather than under 
the banner of the system’s plan. With 
this single exception, and a few minor 
modifications to meet local conditions, 
the plan is in full swing there. Houses 
are being built, loans are being made, 
construction is doing unusually well for 
the time of year and the retarded pro- 
gram throughout the country because 
of the business recession. And the 
board is providing full co-operation, 
on the principle that what it desires is 
better loans on better homes, whether 
or not they are made through its 
machinery. 

Little Rock and Oklahoma City are 
next farthest along. In mid-February 
they had many homes partly con- 
structed, perhaps six weeks or two 
months from completion. In these 
towns, as well as Memphis, local build- 
ing-and-loans are agreed that they do 
not care to finance any construction 
not under this plan or not under FHA 
mortgage terms—which likewise pro- 
vide for approval of plans and peri- 
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odic supervision during construction. 
There is every indication that by the 
time this article is in print, Tulsa will 
be using the same plan. Throughout 
the Southwest, the interest is strong 
and the plans are developing. In large 
measure this regional interest arises 
because the president of the Federal 
Home Loan Bank of Little Rock, 
Benjamin H. Wooten, saw the good in 
the plan as soon as it was announced, 
and began fostering its development. 
There is only one field man working 
out of Washington to promote it, and 
naturaliy a large share of his effort has 
been devoted to the area where the 
best results seemed immediately likely. 
But, in mid-winter with building at a 
seasonal standstill because of the 
climate, Minneapolis and St. Paul 
organized and are ready to go with the 
coming of spring building. It seems a 
safe guess that before the summer of 
1938 has gone, home owners in dozens 
of cities will be able to get preferential 
loans and terms by going in under the 
plan. As must be apparent to anyone 
who has read this explanation, whether 
or not the plan is adopted is entirely a 
matter of local discretion. 


HE extent to which a loan may be 

impaired by lack of proper supervi- 
sion is indicated by the experience of one 
lending institution in the Northwest. 
This lender decided to have a definite 
check on the homes it was financing for 
owners. So it sent out qualified tech- 
nical men to inspect some small home 
projects then under way. Here are 
three quotations from _ inspections, 
showing what would have happened — 
and probably have remained undis- 
covered for some years —without the 
inspection and consequent correction: 

“1. Insulation poorly installed, 
rock wool bats loosely placed, which in 
a period of years would pack and leave 
open space next to ceiling with no pro- 
tection. Contractor instructed to go 
over entire job. Concrete floor pour, 
grout roughly placed and of poor mix- 
ture. Contractor had planned finish 
coat of only %” to 1” thick; floor 
would have cracked and finish peeled 
off. Instructed contractor to place 2” 
coat of rich mixture. Instructed con- 
tractor to double all joists under par- 
titions before any further disburse- 
ments would be made on loan. Two 
weeks after concrete walls had been 
placed, heavy rain occurred and walls 
settled down and away from basement 
wall; contractor had not anchored area 
walls to foundation. Contractor in- 
structed to repair damage. Inside 
painting very poorly done, enamel work 
rough, and will have to be done over. 

“2. No waterproofing on founda- 
tion. Joists over garage seem too long 
span. Insulation should be fastened to 
studs with wood lath. Header over 
door from vestibule to living room 
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should be trussed. Sheathing over 
window openings should be placed 
before weather and rain damages in- 
sulation. 

“3. Insulation poorly applied, not 
enough around water pipes. Window 
frame open at sill and will cause future 
leaks. Outside paper poorly applied, 
will not shed water.” 

These reports are not unlike what 
have arisen wherever the lender has 
applied thorough supervision. The 
institution which had this particular 
experience dismissed four contractors 
on various operations before its stand- 
ards were adhered to. Ethical ma- 
terials dealers and ethical contractors 
want to create houses to which they 
can point with pride, experience has 
indicated. But the jerry-builder, guilty 
of such building as that cited above, 
takes umbrage at precautions which 
insure, a sound investment for the 
owner and likewise a sound loan for 
the lender. 

This article is not offered as a pro- 
motion-piece for the Federal Home 
Building Service Plan. It is, rather, 
intended to point out to mortgage- 
money lenders what they already 
know —that sound lending necessarily 
involves some reasonable supervision 
of the quality of the structure, from 
the original plans and specifications 
right on through the actual construc- 
tion. Without such knowledge, as 
every progressive lender recognizes, he 
is taking a chance that he cannot in the 
interests of safety and good banking 
afford to take. 


[NHERENT in present-day monthly- 

payment long-term amortized build- 
ing loans are certain facts. Of these, the 
first is that under a level-payment plan, 
such as is standard, the payments of 
the early years go preponderantly into 
interest payments and reduce principal 
rather slowly. Therefore, on a twenty- 
year monthly-payment loan, the mort- 
gage is reduced rather slowly for the 
first ten years, then at a greatly accel- 
erated pace as the second ten years 
proceed. This means, in terms of prac- 
tical lending, that if the structure or 
any of its component parts should 
suffer serious impairment in the first 
ten years, the lender may very well 
find that the owner has walked out 
from under the loan, leaving the mort- 
gage-holder a piece of property worth 
less than the outstanding principal of 
the loan. 

Second fact of inherent importance 
is that obsolescence, depreciation, 
neighborhood deterioration, and the 
rest of the factors which run against 
value, are far more important in the 
second ten years of a twenty-year loan 
than in the first ten years. Therefore, 
although the principal is being most 
rapidly reduced in this time, there are 
many moments when if something goes 
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CAsH AND DUE FROM BANKS . 


U. S. GovERNMENT OBLIGATIONS, 
GUARANTEED 


STATE AND MUNICIPAL SECURITIES 
OTHER BONDS AND SECURITIES . 


BANKING Houses 

OTHER Rear Estate 

MortGaGeEs We. ck Gr begs © 
CustoMers’ ACCEPTANCE LIABILITY . 
OTHER ASSETS 


UNDIVIDED PROFITS . 


RESERVE FOR CONTINGENCIES 
RESERVE FOR TAXES, INTEREST, ETC. . 
DEPOSITS te hak 
ACCEPTANCES QUTSTANDING . 


OTHER LIABILITIES . 





THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


Statement of Condition, March 7, 1938 


RESOURCES * 


DIRECT AND FULLY 


Loans, DiscoUNTS AND BANKERS’ ACCEPTANCES . 


LIABILITIES 
CAPITAL FUNDs: 
CaPITAL STOCK . $100,270,000.00 
SURPLUS . 100,2 70,000.00 


LIABILITY AS ENDORSER ON ACCEPTANCES AND FOREIGN BILLS 


United States Government and other securities carried at $141,546.826.51 are pledged to secure 
public and trust deposits and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 


. $ 723,593,600.61 


590,478,589.05 
110,800,205.72 
170,511,873.63 
733,095 ,111.14 
36,296,189.13 
6,160,746.63 
11,355,683.91 
24,166,089.65 
17,186,771.90 





$2,423 ,644,861.37 








28,121,440.91 


$ 228,661,440.91 
18,024,000.81 
2,243,106.76 
2,115,261,526.30 
25,216,075.37 
30,274,123.73 
3,964,587.49 


$2,423,644,861.37 





























unexpectedly wrong in a major way — 
such a structural difficulty as necessity 
for a new roof, plus a lot of upper- 
reach rebuilding due to water leakage 
causing wood rot in structural mem- 
bers, replastering, repainting, redec- 
orating, and so on—there is every 
opportunity for a major write-off on 
the loan. Likewise, if the zoning laws 
are overthrown and someone is per- 
mitted to erect a tannery upwind from 
the subdivision. 

Fortunately for the prospects of 
future losses, bankers, building-and- 


loan men, everyone directly concerned 
with developing real estate loans are 


’ fully awake to the importance of good 


building. They are watching out for 
standards of design and construction 
and they are paying more attention to 
it steadily. As construction gets under 
way for the increase in dwelling units 
which the statistics show must come 
soon, the lenders will be on the job to 
safeguard their loans—and likewise 
to protect the home owners —by mak- 
ing sure that the basic quality is 
present. 
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NATIONAL BANK 
OF DETROIT 


Statement of Condition, March 7, 1938 - 


RESOURCES 


Cash on Hand and Due from 
Other Banks ‘ 

United States Government Obli- 
gations, direct and/or fully 
guaranteed . ° 

Other Securities . ; 

Stock in Federal Reserve Bank ; 

Loans and Discounts 

Real Estate Mortgages . 

Overdrafts - 

Real Estate (24 ‘Branch Bank 
Buildings) 

Accrued IncomeReceivable— Net 

Prepaid Expense . 


Customers’ Liability proan of 
Acceptances and Letters of 
Credit . . 


TOTAL RESOURCES . 


LIABILITIES 


Deposits: 


Commercial, Bank and Savings $338,570,652.89 


U. S. Government . 
Treasurer—State of Michigan 
Other Public Deposits 


Capital Account: 
Preferred Stock (Paid in). 
Common Stock 
(Paid in $5,000,000.00— 
Earned $2,500,000.00) . 
Surplus (Paid in $5,000,000.00 
—Earned $2,500,000.00) 
Undivided Profits (Paid in 
$2,500,000.00—Earned 
$1,931,073.91) 


Reserves 


Our Liability nee of Acceptances and Letters 


of Credit 
TOTAL LIABILITIES. 


8,727,180.73 
13,879,003.30 


29,974,331.43 


10,000,000.00 


7,500,000.00 


7,500,000.00 


4,431,073.91 


$138,146,009.32 


201,889,849.75 
9,788,729.03 


750,000.00 


58,975,811.03 
9,658,991.23 


5,565.20 
796,057.59 


1,444,939.07 


261,820.19 


1,642,850.94 





$423,360,623.35 


391,151,168.35 


29,431,073.91 
1,135,530.15 


1,642,850.94 





$423,360,623.35 


United States Government Securities carried at $37,100,000.00 
in the foregoing statement are pledged to secure public and 
trust deposits and for other purposes required by law. 


+ 


- 





> 
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Member Federal Deposit Insurance Corporation 
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(Patented) 
OLIVE GREEN 


Coin Boxes... 









Coin Wrappers and Bill Straps . . 


STRAYER COIN BAG CO.(? 


ank Supplies 
Since 1914 


Style C—Hinged lid; color tan. 


FILE BOX HEADQUARTERS 


“Equipped to Serve You”’—130 Stock Sizes 


Sliding-drawer—color green. Style SD-PD—Paper drawer. 
Style SD-MFD—Metal front drawer. 





. All Styles of Bags and Wallets. 
) New Brighton, Pa. 
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Mr. Clutchbill Pays 
Off Some Preferred 


(From page 20) persistently. Padding 
grimly downstairs he clapped the 
receiver to his ear and said, ““What’s 
wanted?” 

“Aaron! !’ It was Mr. Spearhawk’s 
voice and it was packed with alarm. 

““What’s the matter?” 

“Get someone and come up here 
right off! !”’ 

“You sick?” 

““We’ve been attacked by a bear!” 

“Oh, he won’t hurt you none. 
Just stay in the sugar house; he’ll go 
away after a little.” 

““Confound it! he’s treed McTavish 
already!’ screamed back over the 
wire. 

“What! treed him?” 

“*He’s treed, alright.” 

*“Where’re you?” 

“I’m in the sugar house. We was 
gettin’ a load of syrup across the 
brook on the hand sled in case the 
thaw fetched the brook up and shut 
us off. It wasn’t very light yet. And 
a bear rose right up in front of us and 
let out an awful snort. McTavish 
went up a tree. I ran for the sugar 
house.” 

“Is McTavish likely to be clawed?” 
questioned Mr. Clutchbill. 

“IT don’t know! Right now the 
bear is cuffing one of our cans of 
syrup around and McTavish is holler- 
ing for him to quit!” 

“Tell McTavish to stop yelling. 
He’ll get the bear mad and he’ll go 
up and claw him!” 

“Aaron! Don’t talk! Come! ! 

“I’m comin’ now. Tell McTavish 


29 
! 


| to hang on and keep quiet.” 


Mr. Clutchbill hung up, then quickly 
cranked the telephone for another call. 

“Sound the emergency horn on the 
firehouse!’ he told the operator. “‘Mc- 
Tavish is treed by a bear in Teardrop 
Hollow. We want a rescue party!” 


HORTLY after Mr. Clutchbill hung 

up six long, jarring blasts cracked 
the air over Ferndale Village. It was 
the emergency signal to gather in the 
public square. 

Mr. Clutchbill pulled on his clothes 
and hastened out the back door with 
a long-disused shotgun. 

Although he hurried as fast as he 
could on foot, car after car flashed 
by him and the square was half full 
when he arrived. The news had spread 
over the village. From the windows 


| of some of the cars hunting hounds 


peered out. 

Mr. Clutchbill mounted the railway 
depot platform, waved his gun in the 
air and shouted for attention. 

“Fellow citizens! Death threatens 
your old friend Andrew McTavish up 
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in Teardrop Hollow. He is treed by 
a bear! Let them cars with hounds 
take the lead.” 

Mr. Clutchbill plunged off the plat- 
form, crowded into a car beside a 
mournful-faced hound, and the caval- 
cade roared down Main Street, bound 
for Teardrop Hollow. 

In half an hour all the cars had 
pulled into the yard of the bank’s 
farm. The hounds were leashed and 
Mr. Clutchbill hurriedly led the way 
across the brook and up the trail to 
the sugar house. 

‘‘We’re comin’!”’ he yelled at the 
top of his voice. 

Suddenly several hounds began to 
bristle and slink sidewise. ‘“‘Look out! 
Look out! I’m up here!’’ bellowed a 
voice. ‘‘He’s wild. Look out! There 
he goes! !’ 

““Where? Where?’ yelled = Mr. 
Clutchbill lifting his shotgun. 

‘Look out! He’s going to charge! !’’ 

There was a ripping of underbrush. 

Mr. Clutchbill put his gun to 
shoulder and scowled over his motion- 
less goatee. 

Leashes were unslipped. The hounds 
whipped into the bushes. A mellow 
chorus of bays lit up the breaking 
dawn. There were several tense 
moments before it became certain 
that the bear had decided on strategic 
retreat, then a scratching as Mr. 
McTavish began backing down a 
large birch. He gained the ground and 
promptly waddled for a jammed and 
crumpled syrup can. 

‘‘He’s spoiled it!’ 


“Never mind the can,” gobbled 
Mr. Clutchbill rapidly. ‘““The rest is 
safe on the hand sled. You all 
right?” 

“Yeah. I think so.” 


The section of the party which was 
not following the hounds hurried 
Mr. McTavish to the sugar house 
where both he and Mr. Spearhawk 
excitedly related their close shave with 
death. In fact, both gentlemen be- 
came so elated over their importance 
it was no trouble at all for Mr. Clutch- 
bill to persuade them to carry on the 
venture. 

Mr. Clutchbill carried the first ten 
gallons of maple syrup back with him 
to be offered for sale. In forwarding 
it to a dealer the old director wrote a 
special letter. 


Ferndale, Vt. 
March 25, 1938 
Mose Goldpaw & Nephew, 
Boston, Mass. 
Gentlemen: 

I am forwarding by express today 
our new brand of “Breakfast Maple 
Syrup” for use on pancakes at the 
breakfast table. You will note it is 
tinctured slightly with bacon thus 
completely eliminating the need of 
that article at the morning meal. You 
will also notice it is a blend, having the 
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SOUNDLY, 


LITTLE LADY. 


_ “Mother and Daddy are near and the telephone 
is always close by. It doesn’t go to sleep. All 
through the night it stands guard over you and 
millions of other little girls and boys.” 


Each night about 11,000,000 telephone calls are 
made over the Bell System. Many are caused by 
sudden, urgent needs. Great in its every-day 
values, the telephone becomes priceless in emer- 
gencies. The constant aim of the Bell System is 





to give you, at all times, the best and the most 
telephone service at the lowest possible cost. 


BELL TELEPHONE SYSTEM 








A SELECT SCHOOL © 


A business School with University 
Atmosphere requiring high school 
graduation and character refer- 
ences from every student. Owned 
by educators of national promi- 
nence. You can choose between 
the cultural and social advan- 
tages of Washington or New York 
City. Secretarial training of col- 
lege grade. Extraordinary em- 
ployment service. 


THE WASHINGTON SCHOOL 





299 National Press —_ FO 
WASHINGTON, D.C.” R 
281 Park Ave., C/ECRETARIES 


NEW YORK, N. Y. 


———-- 








1 When is that note due ? 
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CELLUGRAF 
SIGNALS 











Graffco Signals wit tell you 
this and a hundred other important 
facts essential to your business. There’s 
a Graffco Signal especially designed 
for the type of record you are using. 


Ask your stationer or 
Write us for samples. 
George B. Graff Co. 
76 Washburn Ave., 
CAMBRIDGE, MASS. 
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winsome fragrance of the bayberry. Boston, Mass. rid of yours, and inclose our check for 
I am persuaded it will sell rapidly. March 30, 1938 $25. 
I await your check at $2.50 a gal. Mr. Aaron Clutchbill, In forwarding more, please leave 
for the 10 gals. shipped. Ferndale, Vt. out the bacon and bayberries. 
Yours truly, Aaron Clutchbill Dear Sir: Very truly yours, 
In due time, Mr. Clutchbill received Owing to the keen demand for the Mose Goldpaw & Nephew 
a reply. first run of syrup we were able to get With the letter still in his hand 





; Mr. Clutchbill telephoned the sugar 
house. 


“Spearhawk? I just got returns on 


USE FAS T, EFFICIENT the first run. It brought $25. That 


wipes out one share of preferred. 
Heh? the bear? Oh, the bear is wiped 


sé 7 | out too. The gang holed him in a 
NORTHWESTERN SERVICE a cave on Mount Horrible.” 











Speepy, intelligent handling of your correspondent Movies asa Medium 
banking business is essential if you are to do justice to m : 

the great Northwest market. Use the “Northwestern”! of Bank Pro otion 
With a 66 year record of service the “Northwestern” (From page 17) been taken in the dis- 
| =e P tant past! 

1as complete facilities — is no farther from you than 


The writing of the titles was quite 
your telephone, typewriter or telegraph office. | an interesting task, but we succeeded 
| in boiling them down to about fifty- 
| seven in number and these were sent to 
| the manufacturers to be filmed. Then 
| 

| 


NORTHWESTERN NATIONAL BANK | the scenes and titles were previewed, 
AND TRUST COMPANY listed in order as they were run off, 


Vl : numbered, and then followed the job 
Marquette Avenue: Sixth Street to Seventh Street ae gs 7 wR oe 
nei i Miri | of listing them to fit the continuity. 
MINNEAPOLIS, MINNESOTA | After this was done the films were cut 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION at the end of each numbered scene or 
title, then re-assembled, spliced to- 
gether and our film was ready at a 
total actual cost of about $250. 
By this time we were receiving daily 























Right at your elbow, waiting to 





and hourly inquiries as to when our 

arrange for a prompt settlement personnel might have the privilege of 

in case you suffer loss under an ‘seeing themselves as others see them,”’ 

2 so it was decided that the first showing 

F&D bond or policy, is a neigh- would be at our regular dinner meeting 

of officers and department heads held 

bor of yours who knows yous at one of our down town clubs. An- 

situation and is vitally inter- other showing was made on the follow- 

¥ - ing afternoon at 4:30 in our recreation 

ested in seeing you pleased, as room at the main bank for all em- 
‘ ployees from president to porters. 

well as protected: the F&D rep- It is needless to say that there was 

resentative in your community. 100 per cent attendance at both 


meetings and the picture was received 
most enthusiastically as being not 
only highly entertaining, but educa- 
~» tional as well. The showing of the 

pictures was particularly timely in 
view of the new Business Development 
Program recently inaugurated. Favor- 
able comments were received by the 
score and many employees are asking 
for a night showing so that they may 
bring their families and friends. There 
is no doubt but that the picture will 
be shown many times during the next 
six months and then it will be placed 
FIDELITY, SURETY AND BANKERS BLANKET BONDS in the bank’s vaults for safekeeping to 
BURGLARY, ROBBERY, FORGERY AND GLASS INSURANCE be shown on special occasions in later 


| years. The writer and others sincerely 
hope that twenty or thirty years from 
now they will still be in this “‘vale of 
tears” and will have the opportunity 


COMPANY OF MARYL LAND, BALTIMORE | of seeing this interesting motion pic- 


ture presentation of the past. 
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BRANDTS SAVE TIME AND MONEY ON 









MODEL 200 BRANDT AUTOMATIC 
CASHIER—Pays any amount in coins 
from Ic to 99c by pressing one key. 
Coins delivered directly to customers 
or to teller to pass to customers. 


BRANDT SORTER AND COUNTER-—Sorts 








and counts coins by denominations eight 
times as fast as by hand. 


Write for 





BRANDT ELECTRIC COUNTER AND 
PACKAGER—An exceptionally speedy 
machine counting coins directly into bags 
or in set amounts for packaging. 


There is the Brandt Automatic 
Cashier for making coin payments at tellers’ windows, 
Brandt machines for sorting and counting coins and for 
counting and packaging coins. Each is speedy, unfailing in 
its accuracy, sturdy of construction, and bears a liberal guar- 
antee. Investigate Brandt efficiency and time saving now. 
Try machines in your own bank without cost or obligation. 


EVERY COIN HANDLING JOB 


Each coin handling task in banks can now be taken care of 
with a Brandt machine. 





MODEL 100 BRANDT AUTOMATIC 
CASHIER—Pays anyamount from Ic to 
99c by pressing a single key. Coins de- 
livered to teller to pass to customers. 





HAND OPERATED COUNTER AND 
PACKAGER—Counts coins into bags or 
in set amounts for packaging. 


information or a free trial! 


BRANDT AUTOMATIC CASHIER COMPANY. Watertown, Wisconsin 








Court Decisions 


(From page 21) Case gave a verdict in 
favor of the borrower. This verdict 
was appealed by the bank, but the 
Supreme Court of Appeals of Virginia 
sustained the verdict against the bank 
saying: 

“The two questions presented by 
this case are, first, whether there was a 
contract between the bank through its 
cashier and the borrower providing 
for the insurance on the house and, 
second, was the cashier in fact the 
agent of the bank in this particular 
transaction. 

“The jury has resolved these two 
questions of fact in favor of the bor- 
rower, and in a case like this, this court 
is bound by the verdict of the jury.” 

The court quoted no law on these 
questions, but apparently felt that the 
insurance was so bound up with the 
loan transaction as to make the bank 
liable if it appeared as a matter of fact 
that the cashier did undertake to 
handle the insurance and was repre- 
senting the bank in assuming that 
responsibility. 

Where a bank’s liability in any 
transaction rests on questions of fact 
rather than questions of law, the jury’s 


verdict on the questions of fact is 
ordinarily final. It is only on questions 
of law that a bank can hope te succeed 
when it appeals an adverse verdict. 
(Marshall National Bank vs. Corder, 
194 Southeastern Reporter, 734.) 


Authority of Borrower 


Banks making loans to partnerships 
should satisfy themselves not only of 
the existence of the partnership but 
also of the authority of the person 
who actually makes the loan on behalf 
of the supposed partnership. 

In a recent Federal case a bank 
made a loan to a supposed partner- 
ship and took as security an assign- 
ment of an interest of a lease of an oil 
well. This assignment was executed 
by one of the supposed partners, who 
had a written power of attorney 
executed by the other partner. 

Later the other alleged partner, who 
really owned the lease of the oil well, 
was forced into bankruptcy, and the 
bank attempted to enforce its assign- 
ment of the interest in the lease. The 
Federal Court ruled against the bank, 
saying: 


‘*‘No partnership existed, though one 
was contemplated in the future. The 
agreement between the parties, which 
merely contemplated a future partner- 
ship, conferred no authority at the 
time the assignment was executed.” 

With respect to the power of 
attorney, it appeared that the wording 
used in the document was not broad 
enough to cover the assignment of the 
interest in the lease. It was primarily 
a power of attorney giving authority 
to sell the lease. Said the court: 

“It is well settled that powers of 
attorney are strictly construed, and 
that a power to sell does not include 
the power to encumber.” 

Under this construction the court 
felt that the assignment of the interest 
in the lease was not valid because the 
power of attorney did not specifically 
or by implication authorize an assign- 
ment. The Federal court in this case 
applied the Texas law, but it is true in 
most jurisdictions that a power of 
attorney will be strictly construed by 
the courts—that is, the authority of 
the person holding the power of at- 
torney will be strictly limited accord- 
ing to the language used in the power 
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Thousands 


of policyholders 
know that Employers Mutual 
is a trustworthy aid in reducing 
Insurance costs. Writing Work- 
men’s Compensation, Public 
Liability, Automobile and al- 
lied forms of Insurance, this 
strong, reputable Company is 
saving its policyholders mil- 
lions of dollars yearly. Your 
strictest investigation is urged. 


EMPLOYERS MUTUAL 
LIABILITY INSURANCE CO. 
HOME OFFICE: WAUSAU, WIS. 
* 


Branch offices in the principal 
cities of the Middle West. Con- 
sult your Telephone Directory 
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of attorney itself. (First National 
Bank vs. Blades, 93 Federal Reporter, 
Second Series, 154.) 


Indefinite Extensions 


When banks allow debtors exten- 
sions of time for the payment of notes 
and other obligations, such extensions 
are mere gratuitous favors to the 
debtors and are not legally enforceable 
against the bank unless the bank has 
received some legal consideration for 
the extensions. 

Another element in extensions of time 
for the payment of notes and other 
debts is that of definiteness, as the 
Court of Appeals of Georgia recently 
pointed out. There the debtor, when 
sued on a note, claimed that the holder 
of the note agreed to extend the time 


| for payment for an indefinite period 


| and that 





in consideration of this 
promise the debtor had made a pay- 
ment to the holder on a date named. 

The Georgia court, however, ruled 
against the maker of the note both on 
the question of consideration and the 
question of the alleged extension, 
saying: 

‘““A debtor and creditor, for a con- 
sideration, may in a proper case agree 
to postpone the time of payment of a 
debt, but the postponement, to be 
enforceable, must be for consideration. 











do this: 


to the address below. 
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Help Someone Succeed 
BY SENDING US HIS NAME 


Ir you know some worthy and ambitious man or woman 
who wants to find a way to win a fair reward in a life work, 


Suggest a career in life insurance field work and if you 
think this individual might be interested send us the name 


The Mutual Life Insurance Company of New York 
places a high value on sincere recommendations if based on 
personal knowledge of the character of those recommended. 

To selected individuals who possess energy, common 
sense, character, stability and genuine sympathy with 
others, The Mutual Life offers personal direction and 
training in life insurance field work, leading to permanent 
careers in the communities chosen. 


The Mutual Life’s new 32-page booklet “Can I Make a Living as a Life 


Insurance Representative?” is available to those who wish to consider 
the subject seriously; also name of nearest Mutual Life manager. 


Appress: Vice President and Manager of Agencies 


She Mutual Fife 


Insurance Company of NewYork 


34Nassau Street. New York 
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The $22 paid by the maker of the 
note in this case was not paid as a 
consideration for the postponement of 
the payment of the note, but was paid 
as interest. 

““Moreover, the alleged agreement 
to extend the time of payment for an 
indefinite period of time does not meet 
the requirements of law as to distinct- 
ness and definiteness and leaves the 
holder of the note where he is not 
bound to wait any definite time after 
maturity of the note before instituting 
suit thereon.” 

In short, a promise of extension for 
an uncertain or indefinite period is no 
promise at all. This is simply an 
application of the general law of con- 
tracts that the terms of any enforce- 
able contract must be certain and 
definite. (Jones vs. Lawman, 194 
Southeastern Reporter, 416.) 


Stolen Check 


A check drawn to the order of a 
partnership as payees was endorsed in 
blank by the partnership preparatory 
to its being deposited in the partner- 
ship account in a bank other than the 
drawee bank. After the check was 
endorsed but before it was deposited, 
it was stolen from the office of the 
partnership and presented for payment 
to the drawee bank. 

The person who presented the en- 
dorsed and stolen check to the drawee 
bank represented himself to be one of 
the partners, and the amount of the 
check was paid to him. The partner- 
ship never received any of the money, 
and the identity of the person who 
thus cashed the check remained un- 
known. 

The partnership then sued the 
drawee bank, alleging that the bank 
was negligent in failing to ascertain 
the identity of the person presenting 
the check and that had inquiry been 
made before the check was paid, the 
bank could have easily ascertained 
that the person presenting the check 
for payment was not a member or 
agent of the partnership. In sustain- 
ing the defenses made by the bank in 
its answer, the Supreme Court of 
South Carolina said: 

“If a bank pays a check endorsed in 
blank upon presentment by a holder 
thereof, having at the time no reason- 
able cause for suspecting any irregu- 
larity or any cause for refusing such 
payment, the bank will be protected 
in doing so, no matter what facts 
unknown to it may have occurred prior 
to the presentment.” 

Pointing out that the bank had the 
right to assume that the check en- 
dorsed in blank had been properly 
delivered to the person who pre- 
sented it, the court quoted the Nego- 
tiable Instruments Law: 

“An endorsement in blank specifies 
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no endorsee, and an instrument so 
endorsed is payable to bearer'and may 
be negotiated by delivery. Where the 
instrument is in the hands of a holder 
in due course, a valid delivery thereof 
by all parties prior to him so as to 
make them liable to him is conclusively 
presumed.” 

Since the bank became holder in due 
course upon cashing the check, the 
court pointed out that valid legal 
delivery of the check as among prior 
parties was conclusively presumed. 

So far as the theft of the check from 
the office of the payees was concerned, 
this, the court felt, had been made 
possible by the payee partnership 
endorsing the check in blank and 
leaving it where it could be stolen. 

*“Where one of two innocent persons 
must suffer by reason of the wrong- 
doing of a third,” said the court, “‘it 
must be he who has placed it within 
the power of the wrong-doer to per- 
petrate the wrong.” 

Thus, the payee and not the bank 
which cashed the check was required 
to suffer the loss resulting from the 


theft. (Blackwell vs. First National 
Bank, 194 Southeastern Reporter, 
339.) 


Cashier’s Fraud 


A woman customer of a bank relied 
entirely upon the bank’s cashier for 
advice and counsel in the management 
of her business affairs. When the 
cashier was replaced by a successor, 
she continued to consult the new 
cashier. 

She owned a parcel of real estate 
for which she received what she con- 
sidered a very low offer. She also 
owned her home, on which the bank 
had a mortgage. According to the 
story which she later told in court, the 
new cashier of the bank urged her to 
make the sale and said that if she did 
not sell on this offer the bank would 
foreclose its mortgage on her home, and 
this would lead to a foreclosure of the 
mortgage on the property for which 
she had the offer. Under this threat, 
she claimed, she made the sale at the 
low price offered. It appeared that the 
cashier made a secret profit or commis- 
sion out of the sale. 

Assuming that her story was true, 
was the bank liable in damages for the 
fraud of its cashier thus committed? 
In a most illuminating discussion of a 
bank’s liability for the acts of its 
employees, the California court pass- 
ing on this case said: 

‘“‘When the cashier committed the 
fraud he was engaged in a conspiracy 
with the prospective purchaser to 
induce this woman to sell her property 
to the purchaser. This had no relation 
to the performance of any duty to the 
bank. He was not serving the bank 
but was advancing the selfish and per- 
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CONTINENTAL ILLINOIS 
NATIONAL BANK AND 
TRUST COMPANY 


OF CHICAGO 


Statement of Condition, March 7, 1938 


RESOURCES 


Cash and Due from Banks 


$ 310,643,589.77 


United States Government Obligations, 


Direct and Fully Guaranteed 


Other Bonds and Securities 
Loans and Discounts 


Stock in Federal Reserve Bank 
Customers’ Liability on Acceptances 
Other Banks’ Liability on Bills Purchased 
Income Accrued but Not Collected 


Banking House 


Real Estate Owned other due Banking 


House . 


523,505,758.00 
59,087,344.72 
197,403,609.81 
2,775,000.00 
725,327.80 
137,038.10 
5,147,604.53 
13,150,000.00 


3,654,918.29 





$1,116,230,191.02 


LIABILITIES 


Deposits . 
Acceptances 


Other Banks’ Bills Bedened ont Sold 
Reserve for Taxes, Interestand Expenses 


Reserve for Contingencies 


Income Collected but Not Earned . 


Preferred Stock 
Common Stock . 
Surplus 
Undivided Profits 


$ 998,262,638.09 
795,955.64 
137,038.10 
5,693,453.47 
13,707,142.13 
443,321.61 
25,000,000.00 
50,000,000.00 
17,500,000.00 
4,690,641.98 


$1,116,230,191.02 








United States Government obligations and other securities carried at $97,836,332.60 
are pledged to secure public and trust deposits and for other purposes 
as required or permitted by law. 


Member Federal Deposit Insurance Corporation 








sonal interests of himself and the 
purchaser. There is no claim that the 
bank profited in the secret commission, 
and there is nothing to show that the 
officers and directors of the bank knew 
of or ratified his fraud. 

“The cashier was employed to con- 
duct the general banking business of 
the bank. This includes the accept- 
ance of money for deposit, the dis- 
counting of bills and notes, and the 
making and collection of loans, but it 
does not include the sale of the 
property of the customers of the bank 
as a broker for commission. If the 
bank had empowered the cashier to 
















OKLAHOMA 
ILTMORE 
OKLAHOMA CITY 


A sufficient number of rooms are 
available at this rate to supply the 





engage in such a business so foreign 
to the activities of a bank, the burden 
rested upon the plaintiff to establish 
that fact, which she failed to do. It 
must also be recalled that the property 
which was sold was one upon which 
the bank ‘had no loan. The bank’s 
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loan was on another property owned 
by her. 

“It cannot be held that the em- 
ployees of a bank may act as counselors 
and advisors to its depositors or bor- 
rowers and that the bank thereby 
becomes responsible for their acts. 
This would impose an unjust liability 
upon the bank. The interests of the 
bank as well as the interest of the 
public require that the liabilities of 
the bank be definitely known, and if 
the officers of a bank, by undertaking 
to act ak investment counselors could 
create a confidential relationship be- 
tween the bank and its customers and 
subject the bank to the obligations of a 
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fiduciary, obligations and _ liabilities 
would thereby be imposed upon banks 
which might threaten their stability 
and of which liability the public or a 
depositor could have no notice. We 
fail to see that there was any con- 
fidential relationship established be- 
tween the bank and the plaintiff in 
this case because of the fraud of the 
cashier who advised her for his private 
profit.” (Rutherford vs. Rideout 
Bank, 75 Pacific Reporter, Second 
Series, 101.) 


Accelerated Maturity 
Notes payable in installments fre- 


























| U. S. Government Obligations, 
direct and guaranteed— 


STATEMENT OF CONDITION 


Mercantile-Commerce 
Bank and Trust Company 
| Locust ~ Bighth~ St. Chartes 


MARCH 7, 


THE RESOURCES 


Cash and Due from Banks ...... $47,535,071.91 
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(Pledged). .. .$10,511,845.46 

| (Unpledged) .. 45,054,087.97 55,565,933.43 $103,101,005.34 

| Other Bonds and Securities— 

| (Pledged). . . None 

| (Unpledged) . . $24,943,628.46 $24,943,628.46 

Pe Ee 6s esc ewe ees 8,914,392.37 

| Real Estate Loans. ..........- 7,508,075.32 

| po ee ee ee 14,279,544.67 55,645,640.82 

| Stock in Mercantile-Commerce Company .. . 6,500,000.00 

(As authorized by the Banking Act of 1933, "ie "“Mercantile- 

Commerce Company is a wholly-owned subsidiary of this 

gee’. with - ——. Its hw po — entirely of U. 

] overnmen ‘gations, carried at par.) 

Stock in Federal Reserve Bank in St. Louis ..... 384,000.00 

| Real Estate (Company's Building)........... 2,350,000.00 

Gels Gees VEE o.oo ns ht cece ccc dcves 600,000.00 

Other Real Estate (Former Bank of Commerce Bldgs.) 1,500,000.00 

| EE fg dca h oe eS elk ee ee Oe 1,308.53 

| Customers’ Liability on Acceptances and Letters 

EE ih or ot a) ah ob oe we OR ae eee a 257,111.75 

l ED 6a 6 6) @aee e on eee eee 39,017.81 
$170,378,084.25 


Copland Gooch: . ccc ce escccess 















$10,000,000.00 


















| PD osc keeecor reer ee en ereeeeens 2,800,000.00 
Undivided Profits .......... $2,826,518.19 
Reserve for Dividends Declared 150,000.00 2,976,518.19 
Reserve for Contingencies ..........5020-. 1,042,259.83 | 
Reserve for Interest, Taxes, etc... 1.0.00 eeee 562,000.00 
Unpaid Dividends 0... cc ccccccccccscces 4,702.25 
| Bank’s Liability Account Acceptances and Letters 
IIE ofa a age wk os ob oo ee eae ee 257,111.75 | 
Deposits, Secured: Public Funds . $11,271,953.15 
Other Deposits, Demand . . . . 108,857,490.27 | 
| Other Deposits, Time ....... 32,606,048.81 152,735,492.23 | 
| $170,378,084.25 | 


All Securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 
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quently contain a so-called accelera- 
tion clause providing that where pay- 
ment of one installment is defaulted, 
the full unpaid balance of the note 
becomes immediately due and payable. 
In such case must the holder of a note 
give notice to the maker that the 
maturity of the entire balance has thus 
been accelerated before the holder can 
proceed to enforce payment of the 
note by legal proceedings? The Su- 
preme Court of Colorado says that 
no such notice to the maker is 
necessary. 

“There is no merit in the conten- 
tion,”’ said the court in a recent case, 
“that the plaintiff was obligated to 
notify the makers of the note of his 
election to declare the whole amount 
of the note due for default in the 
installment payments. The holder of 
such a note need not give the makers 
notice of his election to accelerate the 
maturity upon default, unless there is 
some provision in the note therefor. 
In the absence of such a provision, 
proceedings for the enforcement of 
the note may be undertaken without 
prior notice.”” (Hendron vs. Bolander, 
74 Pacific Reporter, Second Series, 
706.) 


Denial on Note 


A bank transferred a note to its 
endorsee, who thereafter sued the 
makers of the note. In the suit it was 
averred that the note was delivered 
by the bank to the endorsee prior to 
maturity and for valuable considera- 
tion. The general denial of this by 
the makers was held by the court to 
be insufficient, but it was ruled that this 
could be cured if the makers were to 
deny that lawful consideration passed 
from the endorsee to the bank. 

The makers admitted having exe- 
cuted and delivered the note to the 
bank, but denied in general terms that 
the note fell due on a designated date, 
that demand was made on them for 
payment and that the note had been 
paid. These general denials were also 
held by the court to be insufficient. 

It appears to be a rather generally 
followed rule that general denials in a 
suit are insufficient and that a defend- 
ant must set up the facts and circum- 
stances of his defense to support his 
denial. (Reconstruction Finance Com- 


pany vs. Krause, 12 Federal Supple- 
ment, 44.) 








CHECK FILES 30¢ 


Eliminate bundled records. Use 
storage files priced low enough to 
include ALL your inactive records. 
Drawer and non-drawer file 
boxes and binders in any size or 
quantity. 

Binders, as lowas $2.00 perdozen. 
For complete list, write direct to 


F. KAPPES, 59 S. 15th St., Pittsburgh, Pa. 
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CASH JOURNAL 


SECURITIES JOURNAL 


CASH LEDGER 


CASH STATEMENT 


TRUST LEDGER 


INVESTMENT AND LIABILITY CONTROL 


wauc of sesue 


SIMPLE- COMPLETE 
AGCURATE TRUST ACCOUNTING 


ON THE IMPROVED BURROUGHS TRUST MACHINE 


i 





This machine meets the requirements of any accounting 
plan in any trust department, large or small. With its 
many automatic features it posts all records quickly, easily 
and accurately. It effects definite savings in accounting 
costs, provides up-to-the minute information, builds good 
will among customers and produces improvements that 
a\\tit merit consideration by every trust department. For com- 
any seveent? plete information about Burroughs Trust Machine and its 
many advantages call the nearest Burroughs office. 


Burroughs 


Adding « Bookkeeping «+ Calculating + Billing Machines 
Typewriters -« Cash Registers + Posture Chairs « Supplies 


BURROUGHS ADDING MACHINE COMPANY . . DETROIT, MICH. 


Offices in All Principal Cities of the World 
Burroughs Adding Machine of Canada, Limited ... Windsor, Ontario 
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RIBBONS 
; niccllew gy oF via at pata Me 
Billing A: ag 
combinations. Stand up under the 
bard usage of everyday work. ad 


ROLL PAPER 








For adding and ting hi 

Non-lint. Plain and carbonized rolls 
in standard widths—2 9/32" and 
37/16". Special widths in roll paper 


ORDER FROM THE 
LOCAL BURROUGHS OFFICE 
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~NEW BOOK OFFERINGS 








THE BOSTON TRUSTEE by 
Donald Holbrook. Marshall Jones 
Company, Boston. $1. 

To the banking profession, this 
description of the part played by the 
Boston Trustee in perpetuating family 
fortunes and developing financial proj- 
ects is of particular interest. Donald 
Holbrook, a trustee in his own right, 
has written a brief but interesting 
story about the background, develop- 
ment and present trend of this notable 
New England institution. 

Confidence based on personal associ- 
ation was the early basis for private 
trusteeship, the author points out. 
Men of substance chose their family 
lawyers, or perhaps trained sons to 
keep intact the family inheritance. 
Because of its early tradition of 
wealth, stability, family pride and 
strong property sense, Boston lent 
itself particularly to trustee practice. 
Later individual specialists entered the 
field of trust management, and bank- 
ing institutions began to solicit this 
type of business. 

The Boston Trustee has kept abreast 
of changing investment conditions, 
says Mr. Holbrook. As the problem 
of investing funds became more com- 
plicated, most trust officers equipped 
themselves with research and statistical 
facilities. Many individual trustees 
are now specializing in the manage- 
ment of living trusts. Expanding 
opportunities for future Boston trus- 
tees will be found in investment trusts 
which follow the fundamental pre- 
cepts of private trusteeship, Mr. 
Holbrook believes. 

As many new communities are 
today passing through a stage of 
development experienced by Boston 
many decades ago, the way is un- 
doubtedly open for the growth of a 
service in other sections of the country 
not unlike that of Boston trusteeship. 
The Boston Trustee will be interesting 
to anyone confronted with growing 
problems related to the conservation 
of wealth. 38 pages. 


THE A B C OF MUNICIPAL 
BONDS by Louis S. Lebenthal. Har- 
pers Publishing Co., New York City. 

A new treatment of a financial 
treatise, in which a municipal bond 
tells its own life story in the first per- 


‘son. This talkative bond is one of the 
‘Improvement Bonds of 1930 issued by 


the town of Red Bank, New Jersey. 


|The bond relates how it was born out 


of the state’s condemnation of the 
local river as a shellfish area; then 


|explains step by step the town’s deci- 
‘sion to erect a new disposal plant, the 


entire financing process, and subse- 
quent serial retirement of the bond 
issue. 

The author then continues with a 
study of the relative advantages of 
the various types of municipal bonds 
through the depression, and through 
such local disasters as the Chicago 
fire, San Francisco earthquake, and 
recent calamitous floods. 

There is also a digest of New York, 
Connecticut and Massachusetts laws 
regulating savings bank and trust fund 
investments in municipal obligations. 


1938 EDITION RAND McNALLY 
BANKERS DIRECTORY. Rand 
McNally & Company, Chicago, III. $15. 

This first 1938 edition of the Bankers 
Directory contains 2,400 pages of the 
latest statistical information about 
banks and banking. It lists 186,000 
changes in officers and titles, and con- 
tains an itemized statement for each 
bank, a special section listing all banks 
that have been discontinued during the 
past five years, and another special 
section giving the nearest banking 
point to all non-banking towns. Com- 
plete revision of all data in this new 
1938 edition of the Blue Book provides 
an accurate picture of the banking 
structure today. 


THE FINANCIAL POLICIES 
AND PRACTICES OF AUTO- 
MOBILE FINANCE COMPANIES 
by Harvey W. Huegy and Arthur H. 
Winakor. Bureau of Business Re- 
search, University of Illinois, Urbana, 
Ill. Bulletin No. 56. 

This bulletin presents an interesting 
study of the financial structures of 
automobile finance companies both by 
period of years (pre-depression, 1926- 
1929; depression, 1930-1932; post- 
depression, 1933-1936), and by number 
of states served: (1) those operating 
in one to four states, (2) those operat- 
ing in five to nineteen states, and (3) 
those operating in twenty or more states. 

The analysis shows that the asset 
structure of the automobile finance 
companies has been sufficiently flexible 
to accommodate itself readily to 
changes in business conditions, with 
little variations in the proportion of 
earning assets. Receivables were the 
largest asset, amounting to more than 
80 per cent of total assets. Fixed 
assets were very small, less than 5 per 
cent of the total, and repossessions at 
no time amounted to 1 per cent of 
total assets. 

The extremely liquid condition of 
the asset structure is shown by a turn- 
over of assets twice a year. 56 pages. 
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: Your Bank SITS FORA 
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J A. artist will put you on canvas 

‘ —with a brush; and, depending upon 

; the same true touch, a Bank Stationer 

: will put your institution on paper— 

: with machines that weigh tons. 

s If the artist has genius, he will cap- | 
’ ture your character in paint; and simi- | 
; larly, if your Stationer is a member of | 
: this Institute, the forms you send to | 
. your customers will reflect the char- j 
S acteristic dignity and strength of your | 
: bank. 

a There is one significant difference in 

7 this. comparison: you will pay a hand- 

ig some price, as such things go, for a 

: portrait by a famous artist, but in em- 

t. ploying the services of a top-ranking 

A Bank Stationer you will probably save 

4 money. 
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ALL CIPHERS ARE AUTOMATIC 


Only on the Short-Cut Keyboard are ciphers written automatically. 
Thus, much of the work is done without touching a key. 


SEVERAL KEYS AT ONE TIME 


Only on the Short-Cut Keyboard can two or more keys be depressed 
at one time. This saves many needless operations. 


ENTIRE AMOUNTS 


IN ONE OPERATION 


Only on the Short-Cut Keyboard can an entire amount and the 
motor bar be depressed together, thus completely adding or sub- 
tracting the amount in one operation. 


Let the local Burroughs representative show you on your own work what 
the short-cut method on the Short-Cut Keyboard can actually mean to you. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 
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This tape is a typical example of how thousands 
of needless operations can be eliminated by the 
Burroughs short-cut method. The amount 
25.60, for instance, was listed and added by 
depressing the 2, 5 and 6 keys and the motor bar 
all together, in one single operation, instead of 
writing one figure at a time. e amount 
6,712.70 was listed and added the short-cut way 
in two operations instead of seven. Thus, the 
Burroughs short-cut method eliminates 
needless operations in writing any amount. 





